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J SHALL, in the light of al 


| the circumstances 


surrounding my client, which J shall make every 
effort to ascertain and to. understand, give bim 


that service, which, 


had J been in the same 


nave applied to m yself. 
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The Professional Pledge. Taken to date by nearly six 
thousand men and women. Now members of the 
American Society of Chartered Life Underwriters. 
Exceptional people, with vision to see the advantage 
of training. CLU training and company training. At 
New England Life we call it Training for Success. 


Our program — from Preliminary Indoctrination 


through Advanced Underwriting, Estate Analysis, 
Pension and Profit-Sharing Trusts — blends fruit- 
fully with CLU training, which we encourage with 
financial support. Any agent is well advised to talk 
over CLU training with his general agent, and he can 
write directly to the American College of Life Under- 
writers, 3924 Walnut Street, Phila., Penn. for details. 
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OPPORTUNITY 
IN 
CHEYENNE 


FOR THE MAN 
READY FOR 
GENERAL AGENT RESPONSIBILITY 


For the man who likes the “friendly feel of the West”— 
we have currently, an excellent opportunity in prosper- 
ous Cheyenne. This opportunity calls for the man who 
knows that trom his experience and ability, he is ready 
for General Agent capacity. Throughout our entire 
operating area—from the Territory of Hawaii... from 
California to Florida—National Reserve Life is expand- 
ing its General Agent structure. Our growth record 
places us among the nation’s fastest growing companies, 
as today, National Reserve Life has passed the one 
hundred and ninety-five million dollar mark of Insurance 





In Force. 


Our field force men are given the utmost in home 
office cooperation plus effective sales aids. This oppor- 
tunity in Cheyenne may be “tailor-made” for you! Write 
us today, and all correspondence will be in strict con- 
fidence. Remember, National Reserve Life is the com- 
pany Strong As The Strongest—Enduring As Rushmore, 
and on the march to greater progress! 


H. O. CHAPMAN, Pres., 
S. H. WITMER, Chm. of the Board 


NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


TOPEKA e SIOUX FALLS 












Strong as the Strongest 
ENDURING AS RUSHMORE 











ARE YOU ON THE: 
OUTSIDE LOOKING IN? 


This year, qualified agents of 
Pacific National Life are conven- 
tioning in Hawaii. Wouldn't you like 
to include such agency plans in your 
future? Open the door to a Pacific 
National Life general agent career 
for yourself. Look at any general 
agent in Pacific National Life ter- 
on You'll see the advantages 
Ye a Pacific National Life career. 
Write to: Kenneth W. Cring, 
Vice-Pres. & Supt. of Agents. 
Get on the winning 





_: WON-CONTRIBUTORY RETIREMENT 








COMPLETE PORTFOLIO OF POLICIES | 








team now! 


TOP COMMISSION SCHEDULE 








EXCELLENT SUB-STANDARD SERVICE 








AFFILIATION WITH FAST-GROWING WESTERN COMPANY | 












os STA, 
s PACIFIC NATIONAL LIFE 
‘Min 4 
: ssurauce (Ca. 
% HOME OFFICE 41! EAST SOUTH TEMPLE « SALT LAKE CITY. UTAK 


Yawai\ Kenneth W. Cring 


V.P. & Supt. of Agents 


Ray H. Peterson 
President 











NOW—WE ARE 
COMPLETELY MUTUALIZED 


Our Constant Aim: 
Greater Life Insurance Service 
io i-maUelite 
Through a Strong and Rapidly 
Expanding Agency Operation. 
A fast growing, 
progressive company. 

A definite plan for advancement. 

new and modern contract. 


Vice President in Charge of Agencies 


Shenandoah Life 
Insurance Company 


Home Office « 


Write: G. Frank Clement, 


Roanoke, Virginia 








A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 





















$100°° CLAIM 


SCHSSHSSSHSSSSSHSHSSSHSSHSHSSSHSSSSHSSHSSSHSSHSHOSSHSSSSSHSSSSHHEHEELE 


6 new prospects 






OUR CLAIM DEPARTMENT 
is our best insurance salesman 


A WNL Agent in Indiana reports: “One claim settled 
promptly netted 6 new prospects. Two have been sold, the 
remainder need to be contacted.” 


Fast, efficient handling of claims is a WNL Agent’s most 
serviceable selling tool. He’s proud of the way WNL han- 
dles claims; and from grateful clients come new prospects, 
new leads, new business. 


In addition, WNL Agents enjoy 
(a) Retirement Income Pension Plan for WNL agents. 
(b) Group Life Insurance for WNL agents. 
(c) Major Medical Disability Plan for WNL agents. 
(d) + Attractive agent contracts including liberal renewals 
. lifetime service fees! 
If you are interested in joining this fast growing company, 
write to E. H. Metz, CLU, Vice President, Director of 
Agencies. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


Home Office, Oshkosh, Wisconsin 
First Legal Reserve Stock Life Insurance Company 
Incorporated in the State of Wisconsin 
General Agency Openings in Wisconsin, Michigan, 
Ilinois, Indiana. 
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The present heavy emphasis on the 
sale of group insurance tends to dis- 
tract attention from the _ ever-in- 
creasing need for income for the post- 
retirement years as more people live 



























H. S. WILSON 


longer and science discovers new— 
and usually more expensive—ways of 
prolonging lives. 

This warning was voiced by Presi- 
dent Howard S. Wilson of Bankers 
Life of Nebraska at the company’s re- 
cent convention at Jackson Lodge, 
Wyo. Citing figures on the increased 
life span and the financial resources 
of older people, Mr. Wilson said that 
“evidence is available which indi- 
cates that the living costs of older 
people are rapidly increasing and that 
even now, on the whole, their incomes 
are at a very meager level.” 

“With all of these factors working 
together and with the prospect that 
|® more and more of our people will be 
l living well into the ‘golden years,’ 
should we not be placing even greater 
emphasis on the sale of the more 
permanent types of life insurance cov- 

|B erage, especially those which build 

cash values?” Mr. Wilson asked. “How 
7 i@ unfortunate it would be if the insti- 
tution of life insurance over the years 
led more and more of our growing 
population into a sense of false se- 
curity. To my mind that could happen 
| if the present rapid expansion of the 
|p use of mass coverage types of policies 
with ever-increasing limits continues. 

e e 7 

“Should it happen, I can visualize 
a much greater demand for increases in 
Social security benefits to replace those 
now provided by life insurance. Also 
I can visualize that because of a re- 
duced market for ordinary insurance 
we could experience the dwindling 
away of the marvelous body of field 
Tepresentatives that has taken so many 
years to build and train and which 
has been the life-blood that has 
brought the institution of life insur- 
we to its present size and stature. 

‘Please do not misunderstand me: 
I say that group insurance has its 

































Says Preoccupation with Group Slights 
Boost in Post-Retirement Living Costs 


place. If it is kept in its proper place 
it can provide a great deal of service 
to our national economy. However, it 
seems to me that it should never be 
used to do more than supplement, in 
a modest way, the more permanent 
kinds of protection and provisions for 
an independent elderly life.” 

Earlier in his talk, Mr. Wilson 
pointed out that group, like any form 
of basically term insurance, builds in 
force volume fast. 

“Could it be,” he asked “that we are 
witnessing a race for size and a jock- 
eying for rank and position similar, 
apparently, to what the automotive in- 
dustry has experienced with such un- 
fortunate results? That industry, ac- 
cording to some opinion, placed many 
of its local dealers under heavy pres- 
sure. May not our institution be grad- 
ually building up a situation in which 
eventually our ordinary sales repre- 
sentatives, who over the years have 
brought the life insurance business 
to its present proud state, will also be 
under serious pressure because of cur- 
tailed markets?” 

Recalling the popularity of assess- 
ment insurance around the turn of the 
century, Mr. Wilson said: 

“While our modern-day group con- 
tracts are issued on a level premium 
basis, nevertheless they have some of 
the characteristics of the old assess- 
ment business. For the most part, they 
do not build cash values to any ap- 
preciable extent. Coverage generally 
termintes when one leaves the group 
or at age 65 or possibly carries on for 
a few years at a much reduced level. 
Of course, there is the option to con- 
vert but by that time the attained age 
of the policyowner is such that the 
premium rates are expensive indeed 
for the permanent forms of protection. 


“For the individual, group insurance 
can do an excellent job for those who 
die too soon. It can be terrifically ex- 
pensive and produce many heartaches 
and much sorrow for those who live 
too long. While mortality tables are 
fine tools for working with averages, 
no one as yet has devised a method of 
predicting the specific age at which 
the good angel will hand the last sum- 
mons to an individual. Therefore, no 
one knows which of the two hazards 
he will face.” 

To show how poorly older people 
are provided for, Mr. Wilson cited 
figures from a study, Economic Needs 
of Older People, made by the Twen- 
tieth Century Fund. This showed that 
in 1950, those over 65 were getting 
their incomes or sustenance from these 
sources; 33% from OASI insurance 
or public or private retirement sys- 
tems; 30% from work or were wives of 
workers; 20% from public assistance; 
12% had incomes from personal sav- 
ings, insurance, investments, relatives 
or veterans’ benefits; and 5% were in 
old people’s homes, hospitals, or other 
institutions. 

“What is even more startling,” said 
Mr. Wilson, “is a statement in the 
study that when all these sources of 

(CONTINUED ON PAGE 20) 
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Name 8 Insurers in 
Anti-Trust Suit for 
Copping Group Case 


J. Thomas Miley, Boston broker and 
group administrator, has filed an anti- 
trust suit in federal district court at 
Boston aganst Boston Mutual’ Life, 
Columbian National Life, John Han- 
cock, Loyal Protective Life, Monarch 
Life, New England Life, Paul Revere 
and State Mutual, all Massachusetts 
companies. 

Clarence W. Wyatt and Edward A. 
Green, vice-presidents of John Han- 
cock, John Hill, vice-president of New 
England Life, and Alan R. Willson, 
2nd vice-president of State Mutual, 
who are in the group departments of 
their companies, are individual de- 
fendants. Also named are Commission- 
er Humphreys, T. W. Fabisak, J. M. 
Deely, Horace Gooch Jr. and C. A. 
Sheridan, all members of Massachu- 
setts state employes group insurance 
commission. 

Mr. Miley’s action, charging con- 
spiracy in restraint of interstate com- 
merce, accuses the defendants of con- 
spiring to keep Minnesota Mutual Life 
from obtaining state group business 
last December. He said Minnesota Mu- 
tual’s bid for the life and accidental 
death and dismemberment portion of 
the group business was 90 cents a 
month, compared to the $1.20 mini- 
mum bid allowed companies which had 
filed group rates in New York. 

Mr. Miley complains he was de- 
prived of $280,000 in commissions and 
fees because the business was not 
awarded to Minnesota Mutual. He asks 
treble damages under the Sherman 
Act. 

The complaint says the business was 
awarded to Boston Mutual which al- 
lotted 95% of it to the seven other 
companies in these proportions, John 
Hancock, 45%, State Mutual 20%, New 
England Life 11.5%, Paul Revere 
8%, Columbian National 5%, Mon- 
arch 2.75%, and Loyal Protective 
2.75%. The plaintiff alleges that Bos- 
ton Mutual lacked charter powers to 
write the group, that the state con- 
tract was illegal and void, and that 
Minnesota Mutual was entitled to the 
contract. 

Mr. Miley claims that the defendant 
companies and the state employes 


group insurance commission formed 
(CONTINUED ON PAGE 20) 








OASI Bureau Prepares 


New Disability Forms 


WASHINGTON—Bureau of old age 
and survivors insurance is drawing 
up standards, procedures and forms to 
be used under the new program of dis- 
ability benefits at age 50. 

The procedures will be used for de- 
termining disability of workers age 
50 and older. Application forms are 
being designed and will be sent to 
regional social security offices for dis- 
tribution by Oct. 1 when claims first 
may be filed. 

Under another new law, census bur- 
eau plans to conduct polls for public 
health service in the sickness survey 
authorized by Congress. An advisory 
committee may be named for policy 
matters. 





OASI Disability's 
Forfeiture Penalty 
a Brake on Costs 


Refusal of Rehabilitation 
Can Deprive Claimant of 
Right to Future Benefits 


WASHINGTON—The_ general ob- 
noxiousness, from an insurance stand- 
point, of the disability coverage pro- 
vided in the new social security 
amendments is partly relieved by a 
requirement that claimants undergo 
available rehabilitation treatment to 
get themselves back on an employable 
basis. The alternative is forfeiture of 
benefits. 


Insurance people hope that this re- 
quirement, if imposed with reasonable 
strictness and honestly, will help ma- 
terially in keeping faking to a mini- 
mum and also reduce the amount of 
what would be considered as legitimate 
claim payments. 

There is also a provision that bene- 
fits under OASI would be reduced to 
the extent of benefits being received 
through periodic payments under any 
other federal or state plan, including 
workmen’s compensation. 

The disability amendments are re- 
garded as objectionable by the insur- 
ance business as being an invitation 
to malingering and political abuses. 
“Disability” is defined only vaguely. 
The individual seeking benefits must 
furnish such proof of disability “as 
may be required,” so obviously much 
is left to the discretion of the Secretary 
of Health, Education & Welfare and 
his staff. 

The disability coverage in OASI is 
provided by amending title II of the 
social security act by inserting a num- 
ber of new sections after present sec- 
tion 222. Section 222 itself is also 
amended. 


New section 223 provides that every 
person who is insured for disability 
benefits within the meaning of the act 
and has attained the age of 50 but not 
age 65 and who has filed an application 
for disability insurance benefits, who 
is “under a disability” as defined in 
the act at the time the application is 
filed, “shall be entitled to a disability 
insurance benefit for each month be- 
ginning with the first month after his 
waiting period (as defined in subsec- 
tion (c) (3) in which he becomes so 
entitled to such insurance benefits and 
ending with the month preceding the 
first month in which any of the fol- 
lowing occurs: his disability ceases, he 
dies, or he attains the age of 65.” 

For such an individual, the disability 
insurance benefit for any month shall 
be equal to his primary insurance 
amount for such month, as specified 
in the law, just as though he became 
entitled to old-age insurance benefits 
in the first month of his waiting period. 

For purposes of the disability sec- 
tion, an individual shall be considered 

(CONTINUED ON PAGE 19) 
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President Signs Bill 
Giving NALU New 
Site for Headquarters 


WASHINGTON—A larger site and 
a more attractive location for the new 
headquarters building of National 
Assn. of Life Underwriters has become 
a reality since President Eisenhower 
signed supplemental appropriations 
bill 1957. 

The bill provided funds for State 
Department to buy land adjoining 
NALU’s present building site, here. 

After the purchase, the department 
and NALU agreed upon an exchange 
so that the NALU memorial building 
will be on C street midway between 
22nd and 23rd streets, instead of at 
the corner of C and 22nd streets as 
previously planned. 

Details of this turn of events were 
revealed by Charles E. Cleeton, Occi- 
dental of California, Los Angeles, 
chairman of the building fund com- 
mittee. He said much time and pa- 
tience were exercised in the transac- 


tion, with NALU cooperating fully 
with general services administration, 
State Department, fine arts commis- 
sion and national capital planning 
commission. This development cul- 
minated two years of work by the 
building committee to protect, and, if 
possible, improve the NALU position 
regarding construction of the new 
headquarters, he said. 

A year ago, a government agency 
sought funds to buy NALU’s land at 
22nd and C streets. After Congress re- 
fused this, members of the building 
committee held several meetings with 
various government agencies and fi- 
nally agreed to support a bill to pro- 
vide State Department with funds to 
buy land adjacent to NALU’s site. 

The underlying reason for the de- 
sired shift in NALU’s building from 
the corner to the middle of the block 
was that the government expects to 
start construction this fall on a $50 
million State Department building, 
which will face on C street and which 
will have its diplomatic entrance at 
the intersection of C and 22nd. 

“The agreed-upon exchange of sites 
is not only an advantageous one for 
the government but is extremely bene- 

(CONTINUED ON PAGE 20) 
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Happily, it’s protectable—with Occidental’s C-32 
policy providing income for the duration of 
totally disabling injury or sickness! (Non-house 
confining first two years for sickness.) 


If, like many men today, your client has sick- 
leave pay or other resources to weather short-term 
disability, this C-32 policy can be real catastrophe 
disability income coverage. 


A 90-day elimination (he waives income for 
any disability under 3 months) gives him nearly 
twice as much income for the same premium 


as Ist-day coverage! 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


THIS, TOO, 
| IS A CATASTROPHE! 


Too many folks today get so blinded by fear of 
major medical expenses that they overlook the 
devastating impact of prolonged disability on 
their incomes. This is a catastrophe, too. 


This is “More Peace of Mind Per Premium Dollar”. 


"A Star in the West...° 9% 


















Plan Medical Care for 
Dependents of U. S. 


Employes Overseas 

WASHINGTON—State Department 
is drawing up a new medical care 
program for an estimated 13,500 de- 
pendents of foreign service personnel 
residing abroad. 

The program would provide insur- 
ance or private health plans, the pre- 
miums of which would be paid by the 
government. The government would 
pay all medical expenses of employes 
in or out of the hospital. The same 
care would be provided for dependents 
esxcept for a $35 deductible plus cost 
of transportation to the nearest hos- 
pital or clinic. 

Up to 120 days of hospitalization or 
equivalent care for each dependent’s 
illness or injury will be allowed. The 
period may be extended by the Sec- 
retary of State if the illness is caused 
by residing abroad. 

The plan reportedly would use med- 
ical facilities at U. S. armed forces 
installations around the world to a 
great extent. 

Observers think the plan eventually 
may be extended to all federal civilian 
employes and their families stationed 
abroad, taking in an estimated 56,000. 
The House civil service committee has 
asked Civil Service Commission and 
other agencies with overseas person- 
nel to review the situation to make 
sure that medical services are made 
available to all on a_ substantially 
equal basis. 


Accepting FTC Rules 
Won't Halt Ad Case 


The Federal Trade Commission has 
approved an order denying the appeal 
of Federal Life & Casualty from a 
hearing examiner’s decision denying 
the dismissal of the commission’s com- 
plaint against the company charging 
it with false advertising of A&S poli- 
cies. This is the first such decision 
since the FTC advertising rules went 
into effect July 15. 

The approval was made known in 
a memorandutn from FTC Secretary 
Parrish which said, in substance: 

Reference is made to the order is- 
sued July 31 in which the FTC denied 
the company’s appeal from an exam- 
iner’s ruling of July 9 which ruling 
denied respondent’s motion to dismiss 
the complaint against it, or the alter- 
native, to suspend further proceedings 
in the case. 

Thus FTC’s policy apparently is to 
refuse to halt false ad litigation in 
cases in which a cited company has 
accepted the rules. 


Urge Change in FTC 


Cease-Desist Orders 


WASHINGTON—The Cabinet com- 
mittee on small business has recom- 
mended to President Eisenhower that 
procedural changes be made in the 
anti-trust laws to facilitate their en- 
forcement. It is proposed to amend the 
Clayton act to make cease-and-desist 
orders of Federal Trade Commission 
final when issued unless appealed to 
the courts. 

FTC has a number. of complaints 
against companies, charging mislead- 
ing A&S advertising, in which cease- 
and-desist orders may be issued. 

The committee recommended in- 
creasing from $300,000 to $500,000 the 
maximum amount of an issue of cor- 
porate securities which Securities & 
Exchange Commission may exempt 
from registration. Life company or- 
ganizations opposed a proposal before 
the 84th Congress to decrease the 
amount. 

The committee also recommended 








that paperwork burdens be reduced }y 
simplifying wage reporting for so¢ij 
security and income taxes; that tax, 
on business corporations be modifie 
by reducing the tax rate from 30% ; 
20% on income up to $25,000; thy 
taxpayers be given the option of pay. 
ing the estate tax over a period of y 
of 10 years in cases where the esta 
consists largely of investments ; 
closely-held businesses; and that legi. 
lation be enacted for closer federg 
scrutiny of mergers. 


Allstate Has No Plans 
for Starting Life Sales 


Recent reports predicting that Aj. 
state, as a subsidiary of Sears Roebu 
& Co., plans to enter the life busing 
were labeled this week as “wild n. 
mors without basis of fact.” 

A spokesman for Allstate said th 
company has no plans for entering th 
life business either now or in the fore. 
seeable future. He also explained thy 
it is highly unlikely that Sears woul 
consider entering the life business jp. 
dependent of Allstate since Allstate 
as an auto insurer, has long been th 
successful insurance arm of Sears, 

A recent edition of the house orga 
of Colorado Assn. of Insurance Agent 
reported that Sears soon would be sel. 
ing life insurance “over the counter’ 
in its stores as it now markets casualty 
coverage. The Allstate spokesman dis. 
counted this report and pointed ou 
that it is not Sears clerks but Allstate 
agents that sell Allstate insurance. 

Sears was in the life business many 
yars ago for a short time with Her. 
cules Life, but that was a mail orde 
operation and not a success. Specula- 
tion that Allstate plans to enter the life 
business was generated recently when 
Allstate engaged in litigation to pre. 
vent a new Texas life company fron 
calling itself All States Life. 


11 Candidates Seek 
6 NALU Trustee Posts 


Eleven men are candidates for the 
six trustee posts which National Assn. 
of Life Underwriters will fill at its an- 
nual convention Sept. 23-28 in Wash- 
ington, D. C. 

New candidates are Melvin S. Blitch, 
Life of Virginia, Savannah; Dewey W. 
Kemp, Acacia, Wilmington, Del.; How- 
ard V. Krick, Penn Mutual, New Ha- 
ven; William E. North, New York Life, 
Evanston, Ill.; Benjamin D. Salinger, 
Mutual Benefit Life, New York City; 
Fisher E. Simmons Jr., Pan-American 
Life, New Orleans, and Robert A 
Thweatt, Peninsular, Daytona Beach, 
Fla. 

Up for reelection are William $ 
Hendley Jr., Mutual of New York, 
Columbia, S. C.; Harry N. Phillips, 
Sun Life of Canada, Detroit; Sam B, 
Starrett Jr., Guarantee Mutual, 
Omaha, and Jack White, Prudential, 
Los Angeles. 

Winslow S. Cobb Jr., Connecticut 
Mutual, Boston, and O. P. Schnabel, 
Jefferson Standard, San Antonio, are 
incumbent trustees who will not seek 
reelection when their terms expire 4 
the convention. 

Holdover trustees are Quan Lu 
Ching, Prudential, Honolulu; John C. 
Donohue, Penn Mutual, Baltimore; El- 
sie S. Doyle, Union Central, Cincin- 
nati; Louis J. Grayson, Travelers, 
Washington; G. V. Hockaday, Equit- 
able Society, Spokane, and Oren D. 
Pritchard, Union Central, Indiana 
polis. 

Mr. Pritchard is a candidate for set 
retary. Election to this office usually 
leads to the vice-presidency and pres 
idency. 
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Woody Norris’ earnings for 


E. A. Norris 


the last six years are as 


follows: 


1950 
1951 
1952 
1953 
1954 
1955 


- $ 7,913.44 


11,664.57 
13,400.98 
14,055.65 
15,810.71 
24,981.53 









J never expected to 
ewut $30,000 a year! 


Indianapolis, Indiana 
June 25, 1956 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

It is hard to adequately express my gratitude to 
the members of the Home Office staff for the hap- 
piness and prosperity that have come to me and my 
family through my Franklin Life agency contract. 

Upon graduating from Butler University, I felt I 
was fortunate when I signed a contract for a coach- 
ing job for $3,000 annually ; however, that same year 
I received an offer to play professional basketball for 
considerably more money. After two years of “pro” 
ball I was ready to settle down to something more 
permanent. 

As I had no previous selling experience I was not 
sure I could sell anything, until I was shown our 
President’s Protective Investment Plan. How grate- 
ful I am for that day! 

In 1950 my cash earnings amounted to $7,913.44, 
and now just six years later my annual income will 
be approximately $30,000, This figure represents 
more money than I ever dreamed or expected to earn. 
This was accomplished by having a desire to improve 
my financial position, plus having the special savings 
and protection plans that have been designed to ful- 
fill the prospect’s wants as well as needs. 

As I feel that I am a person of average ability, I 
am sure that my experience would not be an excep- 
tional case. If a person has a desire to improve him- 
self, and has our merchandise to work with, any goal 
is possible. 

Sincerely, 


E, A. “Woody” Norris 


An agent cannot long travel at a faster gait than the company he represents! 










The Friendly 
TFIRA\NTKILIDN ILITFTE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
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Estimate Record 110 
Million Covered by 
Health Insurance 


Benefit payments under voluntary 
health insurance programs are run- 
ning 20% higher so far this year than 
in 1955, according to Health Insurance 
Council in its annual survey of the 
extent of voluntary health coverage 
in U. S. In 1955 such payments 
amounted to $2.5 billion. 

The increase in benefit payments, 
the council said, reflects both the 
progress made by the American peo- 
ple in bringing their health insurance 
protection to more nearly adequate 
levels, and the continued spread of 
ownership. 

As of July 31, the council estimates, 
a record 110 million persons were cov- 
ered by hospital insurance, 94 million 
had surgical protection, 58 million had 
policies that cover regular medical 
expenses, and seven million were in- 
sured against major medical expenses. 
The survey is based upon reports of 
health insurance programs conducted 
by insurance companies, Blue Cross- 


Blue Shield and other health care 
plans. 

The report said, the rapid growth 
of hospital, surgical and regular medi- 
cal expense insurance during 1955 was 
a continuance of spectacular trends 
that have been in progress for more 
than a decade. During the year the 
number of people with hospital insur- 
ance increased by 6.1%, surgical insur- 
ance was up 7%, and regular medical 
expense protection made a 17.5% gain. 
Major medical expense insurance 
made the greatest advance with an 
increase of 138%. 

Some highlights of the council sur- 
vey at year end are: 

In addition to the $2.5 billion paid 
in 1955 benefits, the insurance com- 
panies paid $595 million in benefits to 
people under policies designed to help 
replace income lost because of sick- 
ness or accident. 

Provision for hospital care still oc- 
cupied the number one place in the 
American health insurance program, 
with 59,645,000 persons holding poli- 
cies from insurance companies, 50,- 
726,000 enrolled by Blue Cross-Blue 
Shield, and 4,530,000 covered by mis- 
cellaneous plans. Making allowance 
for people protected by more than 
one type of insuring organization, the 
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council reported that 107.6 million 
persons are covered by hospital in- 
surance. 

Protection under surgical programs 
to help meet the expense of operations 
was provided to 56,645,000 persons by 
insurance companies, 39,165,000 by 
Blue Cross-Blue Shield, and 4,340,000 
by the other care plans. Allowing 
for those with duplicate health insur- 
ance coverage, the survey finds 91.9 
million persons protected against sur- 
gical costs. 

A total of 29,451,000 persons had 
regular medical expense insurance, 
providing doctor visits for non-surgi- 
cal care, through Blue Cross-Blue 
Shield, while 25,031,000 were covered 
by insurance company programs, and 
4,639,000 persons were insured under 
the miscellaneous plans. The undupli- 
cated total number of persons having 
regular medical expense protection is 
55.5 million, 


Growing public awareness of the 
cost of catastrophic illness, the survey 
disclosed, was reflected in the sharp 
rise in the number of persons with 
major medical expense insurance. 
Coverage under all major medical 
programs more than doubled during 
1955. Of the 5,241,000 persons covered, 
4,759,000 had protection through their 
place of employment with the remain- 
ing 482,000 insured through individual 
and family major medical expense 
policies. 

Disability loss of income insurance 
covered 33,476,000 persons, including 
3 million people who hold two or more 
such insurance policies. Of this num- 
ber, 19,238,000 were covered under 
group plans, and 14,238,000 persons 
held individual policies. The number 
of people who work where there is a 
formal sick leave payment arrange- 
ment would bring the total figure to 
29,444,000 persons who are protected 
against loss of income. 

Voluntary health insurance has not 
yet reached the limits of its potential 
service to the public, the report states. 
This fact is clear, even though the 
over-all effectiveness of such insur- 
ance cannot be measured by statistics 
alone. 

The data in the report shows that 
the effectiveness of voluntary health 
insurance is increasing at a much fast- 

(CONTINUED ON PAGE 16) 


STOCKS 


By H. W. Cornelius Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Aug. 14, 1956. 

























Previous Current 

Week’s Bid Bid Asked 
AMDB TRO soisssesinisssicssivinrcessics 188 186 190 
Beneficial Standard 2942 32 33 
Cal.-Western States 88 87 90 
Colonial Life ............ 114 113 116 
Columbian National 91 92 94 
Commonwealth Life 23%2 23% 24% 
Connecticut General 284 283 289 
Continental Assurance 134 137 140 
Franklin Life .........0000 8842 87 89 
Great Southern Life 83 84 87 
Gulf Life .....cccccscscsssees 32%  32%2 33% 
Jefferson Standard . 125% 126% 128% 
Kansas City Life ..... 1380 1375 1400 
Life & Castialty .......sssssrvee 40 39% 41 
Life Insurance Investors ... 14% 14% 15% 
Lincoln National ...........000 244 241 245 
MiSSOULI  ......c.s0e000000 2242 22 23 
National L.&A. ......... we «=—sd96 9742 100 
North American, II. ............ 22% 22% 23% 
N.W. National Life .............. 81 81 86 
Ohio State Life ......... 222 220 228 
Old Line Life ....... 63 66 66 
Southland Life ......... 107 103 106 
Southwestern Life ..... 107 106 112 
TYAVELETS oocsecessesssssseceee 15% 75 16 
United, Il. 24% 24%, 25% 
NER EMBO cccceieessecintes 30 33% 32% 
West Coast Life ....... 47 50 53 
Wisconsin National .............. 54 54 58 


Indiana Sets Up Credit | 
Insurance Plan on Smqj} 
Loans Despite Protests 


Regulations for the use of credit jp. 
surance with small loans were esta}, 
lished last week by the Indiana fina), 
cial institutions board despite conte. 
tion of opponents, including Househgj 
Finance, that the regulations will oq, 
done a windfall to small loan con, 
panies estimated to be as large as ¢ 
million annually. 

The regulations emphasize that ; 
borrower has the right to select th 
company with which he places the jp. 
surance required with a loan, but crit. 
ics of the regulations, which have bee 
under discussion since a year ago, 
charge that borrowers will find it hay 
to get a loan with some lenders if th 
borrower insists on his “rights” jy 
the placement. 

The new regulations do cover on 
point which has been a source of crit. 
icism in the tie-in sale of insurane 
with small loans: a return of premiun; 
where the loan is paid off in advance 
of expiration date of the insurance 

Household Finance, through its chie 
counsel in Indianapolis, Leo M. Gard. 
ner, had contended at all hearings 
the new regulations that  state-ap. 
proved loan rates are sufficient in In. 
diana to enable loan companies to pay 
the insurance cost themselves. House. 
hold Finance does pay the premium 
in the case of loans made with it. 


The financial institutions _ board 
which the Indianapolis Star, opponent 
of the regulations, terms “dominated 
by small loan firm executives,” nun. j 
bers among its members E. R. Lee, 
chairman, executive vice president of 
Indianapolis Morris Plan and _ vice 
president of Public Insurance Co. of | 
America, a credit life company incor. 
porated in Florida; Blaine Wiseman, 
vice chairman, president, Old Capitol 
Bank & Trust, Corydon; J. F. Barnette, 
president, First Bank & Trust of South 
Bend and a director of Associates In- 
vestment and the Alinco Life of that 
city; R. E. Meier, president, Interstate 
agency in Evansville; R. M. Stith, vice- 
president, American Travelers Life, 
Indianapolis, of which Harry E. Wells, 
until his resignation last November, is 
president. 

Opponents of the regulations have 
expressed hope the state attorney gen- © 
eral may declare the regulations in- ) 
valid and indicated that if he did not, | 
they would carry the fight against 
them to the highest courts. 


POLICES = 


Michigan Life Develops 
New Mortgage Policy 


Michigan Life has developed a nev 
mortgage payment life policy which 
the company says is the first of its kind 
in the nation. Called occupancy | 
guaranty 1-2-3, the policy can be de — 
scribed as mortgage nayment life cov- | 
erage offered by a one premium, two — 
year period of income during a three- 
year protection period. 

As an example, a man of 30 may 
purchase a three-year term policy 
a monthly benefit of $100. In event of 
his death, his widow or beneficiary te 
ceives a $100 check for 24 months. The 
single cost would be $36. The ins 
must be under 50 and in good health 
After the original three-year term, the 
insured may apply for renewal of po- © 
icy if still under 50. 4 
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ae To keep pace with our dynamic, expanding economy, the 
=a American Society of Chartered Life Underwriters has an- 
idvanee nounced a complete.modernization of its study program. 
oa The curriculum:has been revised to include more on personal 
an and family finance, business life insurance, pensions, group 
ate-ap. insurance, taxation and annuities. 

in In. ae: 
om if * For the man who wears the honored C.L.U. key, this will 
oui mean greater effectiveness than ever before. 

: _ Home Life salutes the American Society for its dedication 
be: _ to the advancement of our profession. The C.L.U. program, 
inated - like the other excellent facilities for education and self- 
Tal i improvement available to the career underwriter, is helping 
- _the institution of life insurance serve more people—and serve 
Co, of | | them better. 
incor- 4 : 
ema We are proud of the fact that 41% of our field men with one 
a : year of experience or more are either C.L.U.’s or are studying 
2 & for the degree; and 21% of Home Life’s field men eligible 
tha a | by length of experience have attained it. 
rstate he , * : fae 
a : re Qur entire organization is proud, too, to function within the 

e, e ° ° 
Wells C.L.U. creed: “Have I, in the light of all the circumstances 
= surrounding my client, which I have made every conscien- 
a8 | tious effort to ascertain, given him that service which I, 
s it had I been in the same circumstances, would have applied 
d not, | ”? 
iat to myself? 


a HOME LIFE INSURANCE COMPANY 
, _ 256 BROADWAY, NEW YORK, N. Y. 





“AD Career Undersriters’ Company” 


vhich William P. Worthington John H. Evans 
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Split-Dollar Loans to Stockholder-Employe 
Should Face No Tax Troubles, Officials Say 


NEW YORK—lIt seems likely that 
legitimate split-dollar plans in which 
the employe is also a stockholder will 
run into little trouble by reason of the 
loan from the corporation being re- 
garded as a taxable dividend, Harold 
N. Sloane believes after conferring 
with internal revenue people who 
make the decisions in this type of sit- 
uation. 

Mr. Sloane, partner in the Life As- 
sociates agency of Continental Assur- 
ance in New York, was quoted in the 
June 8 issue of THE NATIONAL UNDER- 
WRITER in a cautionary comment on 
split-dollar plans involving a_ stock- 
holder-employe. As a result of his in- 
quiries, he is now confident that the 
use of the policy cash value as col- 
lateral to insure the repayment of the 
loan will almost automatically insure 
against the loan’s being regarded as a 
dividend and hence taxable. 

There are no definite rules to specify 
what makes an ostensible loan a divi- 
dend and hence taxable. It is left to the 
field agent of the revenue service to 


determine, on the basis of the facts 
as he finds them, whether the trans- 
action is a legitimate loan or a 
concealed dividend. All the circum- 
stances are taken into account in de- 
termining whether there is a fairly in- 
ferrable intention to repay the loan or 
whether it is just a tax-dodging 
scheme. 

Where the amount advanced by the 
corporation to the stockholder-employe 
exceeds the amount of cash value in 
the: policy, as may be the case for 
quite a few years, a question might 
arise. The revenue agent would then 
have to decide, on the basis of the 
facts, whether there was a bona fide 
intention to repay the unsecured part 
of the loan. It is the status of the 
unsecured part of the loan that Mr. 
Sloane believes may raise the question 
of “constructive dividend.” 

“Here’s a hypothetical case that il- 
lustrates the kind of thing the field 
agents do not regard as a bona fide 
loan,” Mr. Sloane told THE NATIONAL 
UNDERWRITER. A_ stockholder-employe 


is in a 70% tax bracket. He decides he 
wants to draw $50,000 out of the cor- 
poration to buy a house with. His ac- 
countant explains that this will be re- 
garded as a dividend and will be taxed 
at the 70% rate. An ‘expert’ suggests 
making a $50,000 ‘loan’ from the cor- 
poration—to be paid back at his own 
convenience. This would be considered 
a constructive dividend, and hence tax- 
able, no matter how it might be en- 
tered on the books of the corporation 
or the stockholder-employe. 

“I’d be interested in knowing what 
views any of your other readers have 
come across in talking with internal 
revenue service agents about split- 
dollar plans involving stockholder-em- 
ployes.” 

While the split-dollar plan has quite 
generally involved corporations, Mr. 
Sloane believes that the entity con- 
cept of partnerships, which has been 
cleared in the 1954 revenue code so as 
to permit transfer for value, permits 
partnerships to operate just like closed 
corporations in making use of the split- 
dollar plan. 

Mr. Sloane indicated interest also in 
finding out whether anyone has re- 
ceived a ruling involving this point. 













SUBSTANDARD A & S 


Lincoln National has again broadened 
the market for its agents—this time, by 
extending commercial accident and 


International Claims a Huebne 
Grants 


Unit Completes 
Roster of Speakers for Insu 
Ss. S. He 


International Claim Assn. has ¢qq, 
pleted the roster of speakers for jgance pone) 
annual meeting in Fort Monroe, Ye ships an 
Sept. 17-19. poe 

Following an opening address by jj. nae t 
win Linthicum Jr. of Travelers, pre.f ind unive 
dent, Commissioner Parker of Virgin, $2,100 to 
will speak. Other first day speaken§ demic ses 
will be J. Doyle DeWitt, president y available | 
Travelers, on “Meeting the Challeng Candidé 
of a Changing Economy,” and quired to 
Rall, Chicago attorney, on “Pyt,,§ follow iT 
Your Best Foot Forward in the Defeng aril al 
of Insurance Cases.” a fellov 

After the general meeting on ty will not € 
second day, the following three senj.§ out the cc 
nars will be held: A&S, headed jy§ ministrati 
George F. Monks of New York Lif. 
life, headed by Carl V. Lindstrom yf Fellows 
John Hancock, and group, headed ly haupt of S 
Edmund W. Sours of Aetna Life. vel = 

At the closing day session Robert, Manuel 
Neal, general manager of Health },. Rico, 
surance Assn. of America, will talk q W. Hall | 
“The Widening Scope of Health Insw. § associate 
ance,” and Dr. Elmer Hess, immediate § Georgia ‘ 
past president of American Medic) § ministrati 








Assn., will speak on “Integrity and Up. § D. Hamm 
derstanding.” ald R. Jo 
assistant 
versity 3 
Record Number Take gy 
LOMA Institute Exams — 


Life Office Management Associa } jonfield, 
tion Institute will award 50 fellow. } pasadena, 
ship diplomas, 176 associateship di- § of Richm 
plomas and 1,247 course I certificate} Denton, 1 
as a result of 12,734 examination pa} of Mt. C 
pers written by a record 17,592 em-4 went to ¢ 
ployes of 373 life companies. Van Nuys 

Frank L. Rowland, managing direct- 
or of LOMA, reported that 85 U. §. 
and Canadian companies enrolled 1- N. Y.S 
400 field office employes. He said ex- d 
panded interest among field offie | Ready 
personnel was a major reason for the} The cat 
need this year of 893 examination cen- § of the sch 
ters, compared with 769 in 1955. In} Society ot 
addition, examinations were written in } tribution 
Bermuda, Cyprus, Hawaii, India, Is-} ing the « 
rael, Lebanon, Puerto Rico, Thailand, signed fo: 
the Philippines, and Singapore. tion with 

Warren J. Moore, president of} (Coincid 
LOMA, will make the fellowship | the day c 
awards at the annual conference in}, new 

















sickness insurance to'many who have 
physical impairments. Regular policy 
coverages are available with the pre- 
mium varying according to the risk. 


This extended service, added to Lin- 
coln National’s already broad selection 
of A & S and Life plans, provides an- 
other reason for our proud claim that 
LNL is geared to help its field men. 


THE 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 








Chicago in September. 





Sullivan of Wash. to Have 


an Opponent in November 
The candidacy of William A. Sul 
livan for reelection as Washington in- 
surance commissioner in November has 
been contested by the late filings of 


Garland D. Connor Jr., associate editor i 
of the Pacific Northwest Underwriter, | 
Seattle, and Fred C. Becker, Seattle 


local agent, both Republicans. 


Mr. Becker has been the Republican | 
nominee for commissioner on thre 
previous occasions, having run in 1944, | 


1948 and in 1952. In 1952 he was de- 
feated by Sullivan by a margin d 
about 50,000 votes with over 900,00 
ballots cast. 





FTC to Hear American 


Casualty Reply Sept. 4 


Federal Trade 
granted American 


Commission ha | 


posed of 

personnel 
insurance 
which is 
education 


| WAMA 


Casualty — until | Service 


Sept. 4 to file a motion to dismiss BI LIAM: 


complaint of false advertising of A& 
policies. The commission’s counsel wil 
file an answer three weeks later, with 





| large con 
| anniverse 


a final hearing scheduled for Oct. | j in a rece: 
At_an all-day hearing in Washing” In 13 
ton, D. C. last week 400 exhibits weft | Miversary 


submitted. : 
On Oct. 1, FTC will also hear is 


th 
graded, | 


complaint of misleading advertising # — Sth ann 
A&S policies against Mutual of New Marked t 


York. 


snerally 
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ns [Huebner Foundation 
Grants 16 Scholarships 
for Insurance Study 
. Heubner Foundation for Insur- 
mye bi tee cccation has granted 15 fellow- 
‘ it nips and a scholarship to persons in- 
T0e, Valierested in pursuing graduate study 
for Ph. D. degrees to prepare for in- 
S by Bi. surance teaching careers in colleges 
PS, Pregl and universities. The grants vary from 





Virgin, 
Speakey 


2.100 to $2,900 for the regular aca- 
jemic session with additional amounts 
ident ¢ available for the summer session. 
‘hall Candidates for the awards are re- 
1d ne quired to certify that they intend to 
« Owe follow insurance teaching careers, that 
Potting they will major in insurance for grad- 
' Defeny uate degrees and that, while they hold 
the fellowships or scholarships, they 
will not engage in outside work with- 
out the consent of the foundation’s ad- 
ministrative board. 
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Fellowships went to David L. Bickel- 
naupt of Saratoga Springs, N. Y., Man- 
uel Harold Chavez of Salt Lake City, 
Manuel O. Diaz of Rio Piedras, Puerto 
Rico; Walter W. Dotterweich of Nut- 
ley, N. J.. summer of 1956 only; John 
W. Hall of Manhattan, Kan., who is 
associate professor of insurance at 
Georgia State college of business ad- 
ministration, this summer only; James 
D. Hammond of Maryville, Mo.; Don- 
ald R. Johnson of Aurora, Ill., who is 
assistant professor of finance at Uni- 
versity of Miami, this summer only; 


Michael L. Kearney of Burbank, Calif.; 
Jonas E. Mittelman of Kansas City,. 


this summer only; Archie J. Nichols of 
Chicago; LeRoy L. Phaup Jr. of Had- 
donfield, N. J.; Raymond G. Schultz of 
Pasadena, Calif.; Stuart Schwarzchild 
of Richmond, Va.; Glen L. Taylor of 
Denton, Tex.; and Arthur L. Williams 
of Mt. Carmel, Pa. The scholarship 
went to Charles F. Zimmerman Jr. of 
Van Nuys, Calif. 
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N. Y. Society’s School 


1 ottie | Ready for Day Classes 


| for the} The catalog for the new day sessions 
- | of the school of insurance of Insurance 
Society of New York is ready for dis- 
tribution to persons interested in tak- 
ing the courses. The classes are de- 
signed for study alone or in combina- 
e. tion with on-the-job training. 
Coincident with the instigation of 
the day classes, the society has named 
a new education committee com- 
posed of men primarily interested in 
personnel and personnel problems of 
insurance companies. The committee, 
which is a change from the former 
educational committee that was made 
up of insurance technicians, will ad- 
vise the school on needed courses. 
The new committee is composed of 
Paul Abbott, secretary of North Amer- 
ica; F, A. Fredenburgh, personnel di- 
i tector of Great American; Charles W. 
_V. Meares, vice-president of New York 
| Life; William C. Moore, secretary of 


900,00 L. Zevnik, assistant 
Guardian Life. 

The catalog for the evening courses 

— by the school will be available 


secretary of 





, ts KIAMA Reports on 
iol Service Recognition 
yf ASS | LIAMA reports the practices of 19 
sel wil || large companies in recognizing service 
r, with} @NMiversaries of managers and agents 
Oct. 1.) 4 recent research study. 
ashing- 4 13 of the companies the first an- 
s weft lversary recognized is the fifth. Us- 
; y the extent of recognition is 
ear is" faded, often culminating with the 
sing %th anniversary. Where the latter is 
f New Marked by a party or banquet there is 
merally little provision for obser- 





vance of later anniversaries. However, 
10 of the companies do recognize later 
anniversaries in some manner. 

The report shows that it is prac- 
tically universal that anniversaries are 
noted in company house organs. Pub- 
licity outside the company includes 
news releases to the manager’s or 
agent’s local paper. 





Monumental Life to Meet in N. Y. 


Monumental Life will hold its Presi- 
dent’s Club conference at Governor 
Clinton hotel, New York Feb. 25-28, 
1957. 


WQMDRT Membership Is 
at Record High of 577 


Membership in the Women’s Quarter 
Million Dollar Round Table of NALU 
is at a record high of 577, Miss B. B. 
Macfarlane, Penn Mutual, New Or- 
leans, membership chairman, has re- 
ported. There are 40 states represent- 
ed in the WQMDRT as well as Alaska, 
Canada, Hawaii, Puerto Rico, and 
South Africa. Twenty-two of the mem- 
bers are CPCU’s and 86 have won the 
National Quality Award. 


The program for the WQMDRT 


meeting at Washington Sept. 23 has 
been completed. The speakers include 
Margaret M. Vogelsang, Connecticut 
Mutual; Adele O. Levy, United Bene- 
fit Life; Anne Bonadies, Aetna Life; 
Anne Laundon, Bankers of Nebraska, 
and Ruth Russell, Indianapolis Life. 





Brainard Named Director 


Morgan B. Brainard Jr., vice-presi- 
dent and assistant treasurer of Aetna 
Life group, has been elected a director 
of Aetna Life and Aetna Casualty to 
fill the unexpired term of the late 
Frederick B. Rentschler. 








S| 
tn nnn 







































Love and protection 
go hand in hand! © 


Grear-West Lire 


ASSURANCE COMPANY 
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Field representatives of the Great-West Life 
will receive additional sales support from 
this outdoor poster which will appear in 
over 100 cities and towns throughout the 
United States and Canada. 
Its message, ‘‘Love and protection go hand 
in hand”’ presents a simple yet powerfully 
direct approach to man’s basic need for life 
insurance. . . his obligation to provide financial 
security and protection for his loved ones. 
The use of outdoor advertising is a good 
example of the support given Great-West 
= i€ Life representatives in their sales 
and service activities. 
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ASSURANCE 
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/ETNA LIFE’S 5 FORWARD STEPST 








Al 


I. Basic Estate Control Plan School. 


» I Career Course. 


Advanced Training -- Advanced Business Insurance and 
@ Tax Course. Home Office School and Field Clinics. 


(LU 


participation 











D> ™ Leaders Seminars and Regional Meetings. 
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An Important Step to Greater Income, Markets, Prestige 


Just what is a C.L.U.— Chartered Life Underwriter? He is a man who has had 
prescribed life insurance selling experience and has passed examinations in the 
fields of life insurance fundamentals, general education, Jaw, trusts and taxes, and 
finance. In short — C.L.U. is an important, professional designation and for many 
years Attna Life has considered participation in the C.L.U. program as one of the 
most important steps in a successful sales career. 

C.L.U. participation is demanding. It means many hours of concentrated effort 
over a long period of time. Experience shows that a salesman’s earnings are greater 
both during preparation and after the designation has been awarded. C.L.U.’s are 
equipped to solicit business in expanding markets. And C.L.U.’s enjoy increased 
prestige in their business and in their communities. 





The suggested material for C.L.U. 
study includes books which are stand- 
ard texts in many colleges and uni- 
versities throughout the U.S.A. In pre- 
paring for C.L.U. exams, salesmen 
become well grounded in law, govern- 
ment, economics, sociology, finance — 
as they are pertinent to the job of life 
insurance selling. The Atna Home 
Office Library lends these books for 
study without charge. 


Every year more and 

more Atna Life repre- 

sentatives earn the right 

Y to wear the C.L.U. key. 

The key and designation 

are recognized among 

prospects and clients as 

a sign of professional 
knowledge and ability. 














C.L.U. stands for knowledge, professional competence, and prestige. Etna Life 


In addition to loaning books for C.L.U. study, tna Life offers financial assistance. subscribes wholeheartedly to the C.L.U. program and the C.L.U. pledge: j 
Help is given in paying examination fees as well as a portion of travel and living “In all my relations with clients, | agree to observe the following rule of pro- 
expenses for men who qualify to attend the yearly two-week C.L.U. Institute. fessional conduct: I shall, in the light of all the circumstances surrounding my client, 


which I shall make every effort to ascertain and understand, give him that service 
which, had | been in the same circumstances, | would have applied to myself.” 


«4 Atna Trains for Success! 


‘| ETNA LIFE 


INSURANCE COMPANY Hartiord, Connecticut 
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California to Jail, Fine 
Snowdens in Life 


Company Swindle Case 


LOS ANGELES—Homer Snowden 
was sentenced to from 1 to 10 years in 
California Chino state prison and W. 
S. Snowden fined $10,000 by Superior 
Judge Clement D. Nye for their part 
in a $300,000 attempt to swindle an 
insurance company. 

Homer Snowden was granted a 17 
day stay of execution of sentence by 
the court and W. S. Snowden was giv- 
en permission to arrange with the Los 
Angeles county probation department 
to live in Dallas, Tex. 

The two Snowdens, Ross Bohannon 
and A. D. Hudspeath were indicted 
last year by the Los Angeles grand 
jury on 14 counts of grand theft, aris- 
ing from their activities while officers 
of the Constitution Life Insurance Co. 
of Los Angeles. The indictment set 
forth they contracted to buy 34,000 
shares of the company’s stock, a con- 
trolling interest, borrowed $480,000 
from a Texas investment firm to pay 
for the shares, and used the life in- 
surance company stock as collateral 
for the loan. Involved in the manipula- 
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tions were several thousand acres of 
Colorado ranch lands. 

Homer and W. S. Snowden, at the 
trial, pleaded guilty to two charges 
set forth in the indictment. Following 
their plea the case of Mr. Bohannon, 
who was elected president of the life 
company, was dismissed by the court. 
Mr. Hudspeath, following the indict- 
ment, moved to Colorado. Extradition 
papers seeking his return to California 
were denied approval by Colorado’s 
governor, and he still is in Colorado. 

Homer Snowden pleaded guilty to 
two counts in the indictment, involving 
$65,000, and W. S. Snowden pleaded 
guilty to two counts, involving $137,- 
469.50. The counts alleged they used 
the proceeds arising from the financial 
dealings for their own benefit. 


L. & C. of Tenn. Contest Winners 

A. S. Henry, staff manager of Life 
& Casualty of Tennessee at Rome, Ga., 
has won a new automobile as first 
prize in the year-long sales eontest 
for the executive participator, which is 
sold in $25,000 units and is the com- 
pany’s first participating policy. R. J. 
Yates, district manager at Rome, J. R. 
Smoot, staff manager at Jonesboro, 
Ark., and E. M. Thacker, Atlanta, won 
trips to Bermuda for themseives and 
their wives for winning second places. 





OUR AIMS ARE 


SIMPLE 


We just aspire to be known as a 


Company which is: 


A good “citizen” and a good neighbor 
in each community where we operate. 


A good place to work with security 
and opportunity. 


A good place to buy Life Insurance. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


N. Y. General Agent 
Greets Callers with 
Explanatory Folder 


Solomon Huber, general agent of 
Mutual Benefit Life in New York, has 
developed a four-page public rela- 
tions folder for customers and clients 
entitled, While You’re Waiting. 

The folder is designed to explain 
the agency’s operations to the customer 
or client who is waiting in the recep- 
tion room for an appointment with one 
of the agents. Included in the folder 
are comments from national publica- 
tions on the agency’s estate planning 
services. Additional copies have been 
printed and are being distributed as 
direct mail pieces to agents and pros- 
pective customers. 

Page one assures the visitor that 
“We make every effort to see visitors 
just as soon as they are announced. 
This goes for salespeople and clients— 


“If you have something to sell we 
are ‘mighty pleased that you have 
thought of us. We may not be right for 
you as a prospect or again we may be. 
Either way you are a VIP to us. 

“Should the person you have asked 
for not immediately be available, we 








thought you might like to know a litt, 
about us while you are waiting.” 

The last page concludes with 
“Whatever the purpose of your vis; 
we hope it will be satisfactorily cop, 
cluded and that this folder has servg 
to bridge your waiting time. Than 
you for your patience.” 





Bankers of Nebraska 
to Spend over Million 


for New Home Office 


Bids will be taken Sept. 7 by Bank. 
ers Life of Nebraska preparatory 
awarding contracts for the constru, 
tion of a new home office building jy 
Lincoln. The new structure, schedule 
for completion in the autumn of 195% 
will cost about $1,050,000. 

The two-story and basement offic 
building will be in the shape of ; 
cross, set on an 800 by 900 foot site a 
the northeast corner of Cotner an 
O Streets. The building will fag 
southwest. 

The structure will be 362 feet lox 
with a cross wing 269 feet. Indian 
limestone will be the dominant ey. 
terior finish broken with brick pilas. 
ters and pre-cast facing spandrels. The 
entire building will be air cooled with 
a 400-ton air conditioning system. Off. 
street parking will be provided fq 
both employes and visitors. 





204 Companies Offer 
Aid to CLU Students 


Two hundred and four life com. 
panies now subscribe to the coopera. 
tive fund for underwriter _ training 
which provides financial aid to agents 
wishing to take CLU examinations, 

The number of subscribers has in- 
creased by 15 this year, President Paul 
F. Clark of John Hancock, chairman of 
the committee for the fund and vice- 
chairman of American College, told 
a meeting of the college’s executive 
committee. 

During the 1955-56 school year 255 
teachers and 42 moderators were in 
CLU study groups in the U.S., up 18 
teachers and three moderators, ac- 
cording to Walter B. Wheeler, director 
of field services. One hundred and 
seventy-five colleges cooperated with 
the college by offering CLU courses 
and serving as examination centers 
in the past year. 


Convention Dates 


Aug. 20-22, International Federation of Com- 
mercial Travelers, annual, Greenbrier, White 
Sulphur Springs, W. Va. 

Sept. 7-8, Southwest Management Conference, 
Statler-Hilton hotel, Dallas. 

Sept. 16-19, Life Office Management Assn. 
annual, Edgewater Beach hotel, Chicago. 

Sept. 17-19, International Claim Assn., annual, 
Hotel Chamberlain, Old Point Comfort, Ft 
Monroe, Va. 

Sept. 17-19, National Fraternal Congress of 
America, annual, Hotel Statler, Cleveland 

Sept. 21-26, American Society of Chartered 

Life Underwriters, annual, Washington, DC. 

Sept. 23-28, National Assn. of Life Under 
writers, annual, Statler-Mayflower hotel, 
Washington, D. C. 

Sept. 24-26, Life Insurance Advertisers Asst, 
annual, Jung hotel, New Orleans. 

Sept. 24-28, National Assn. of Life Under 
writers, annual, Statler-Mayflower, Washing 
ton, Cc. 

Oct. 8-12, American Life Convention, arinual, 
Edgewater Beach hotel, Chicago. 

Oct. 23-25, Assn. of Life Insurance Medical 
Directors of America, annual, Roosevelt ho 
tel, New Orleans. 

Oct. 25-26, Actuarial Club of the Pacifie States, 
fall meeting, Del Monte Lodge, Pebble 


Beach, Cal. 
Oct. 25-26, LIAMA Atlantic Alumni Asst, 


nem, Berkley-Carteret hotel, Asbury Park, 











Oct. 25-27, Midwest Management conference, 
French Lick, Ind. 

Nov. 11-16, LIAMA, annual, Edgewater Beach 
hotel, Chicago. 

Nov. 12-14, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, W. V® 

Nov. 14-16, Institute of Home Office Under 
writers, annual, Statler hotel, Dallas. 

Dec. 3-7, National Assn. of Insurance Com- 
missioners, semi-annual, di Lido hotels, 
Miami Beach. 

Dec. 12-13, Life Insurance Assn. of America, 





annual, Waldorf-Astoria hotel. New York. 
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Fl Paso BBB Shows Up 
Fancy Promises of 


Some Life Companies 

The El Paso Better Business Bureau 
in a recent bulletin ran the following 
article, heading it “A Few Life Insur- 
ance Companies ‘Gimmick’ the Buy- 

” . 
i are going to give you the world 
with a fence around it” might be just 
as believable today as some of the 
sales pitches being used by some of 
the newer Texas insurance companies 
in the sale of “charter” and “invest- 
ment” type life insurance contracts. 
One agent recently represented that 
at the end of the fifth year the policy 
he was selling would return a dividend 
equal to the annual premium paid on 
a $25,500 policy and the agent went on 
to show that at the end of 25 years, 
the policyholder would draw about 
$18,000 in dividends. If he let it ride, 
it might even go on to $70,000. 

Another agent is selling a combina- 
tion insurance policy and a mutual 
fund comprised of insurance company 
stocks. The premiums on his policy 
are about $500 a year for 18 years on 
a $10,000 policy. According to the 
agent this policy would be paid up in 
18 years and the fund part would be 
worth about $63,000 ... “Quaran- 
teed’? Of course not, but by this time 
the buyer is so excited over how rich 
he is going to get he doesn’t even ask. 

These “charter life” and ‘“invest- 
ment” policies are offered by some of 
the newer Texas life insurance com- 
panies in order that they might com- 
pete with the bigger and better known 
companies. 

Agents for these companies carry 
fancy charts to depict. the performance 
record of some of the outstanding life 
insurance companies over past years. 
We recently sent photo copies of two 
charts used here to the companies 
whose records these charts were sup- 
posed to show. 

One chart showed that on a $5,000 
face value “charter” contract with 
Kansas City Life Ins. Co. costing the 
policyholder $200 a month, Kansas 
City Life paid a dividend of $200 at 
the end of the seventh year of a 20- 
year contract. 

According to the chart, the dividend 
increased each year and at the end of 
the 19th year, the premium was still 
$200 but the dividend was $560. No one 
could fail to be impressed by such a 
record. 

When contacted, the president of 
Kansas City Life stated that they had 
never offered a “charter” policy like 
the chart indicated. The company did 
issue a “board” contract in 1905 and 
1906 and such a policy would be illegal 
in Texas today. 

Another chart was that of Boston 
Mutual. It showed that a 15-pay con- 
tract issued in 1900 paid a dividend 
of $152.60 as against a premium of 
138.75 during the ninth year of the 
contract. After seeing a copy of this 
chart, the president of Boston Mutual 
stated that “an investigation here in- 
dicates that the chart, a copy of which 
accompanied your letter and purported 
to be a chart showing operations of 
this company, has no basis and does 
not represent any publication of this 
company or any experience of this 
company.” 

It would appear from these state- 
ments that some life companies are 
Permitting and encouraging their 
agents to carry misleading and decep- 
tive sales charts in their sales kits, 
with which to sell prospective buyers 
on the idea that it is possible and con- 
ceivable that a life insurance com- 


pany, even a brand new one, can soon 
pay dividends equal to premiums. 
Could it be that some of these com- 
panies are carrying phony charts? 


Miller of Institute on 
‘Home,’ Network TV Show 


Harlan B. Miller, director of Institute 
of Life Insurance’s educational divis- 
ion, was featured recently on “Home,” 
the nationwide television show, whose 
hostess is Arlene Francis. Mr. Miller 
acted as commentator for a series of 





dramatic vignettes of a mother and 
her two youngsters who were discuss- 
ing teen-age money problems and fi- 
nancial management. 

The institute is active in the area of 
family financial planning, particularly 
in its relation to life insurance. The 
educational division distributes thous- 
ands of booklets on the subject to 
schools each year and helps in the 
preparation of many newspaper and 
magazine articles. The institute also 
sponsors family finance workshops for 
teachers each summer at 12 universi- 
ties across the United States. 


NALU to Exhibit 
Model of Its New 
Washington Building 


National Assn. of Life Underwriters 
is reported ready to unveil a model 
of its new national headquarters build- 
ing during the annual convention in 
Washington, D. C. Due to a delay in 
legislation relating to the building site, 
it will be impossible to dedicate or 
break ground for the building during 
the convention the week of Sept. 24. 
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Study Groups Start Next Month! 


OF MINNEAPOLIS 


Check now with your local Life Underwriters Association, 


C. L. U. chapter, or extension division of your state university. 


A reminder to career life underwriters from 


NORTHWESTERN NATIONAL LIFE 
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OASI Disability Faking Must Be Curbed 


From the standpoint of the insur- 
ance business, one ef the few alleviat- 
ing features of the vote-getting scheme 
known as the disability amendments 
to the social security act is the section 
dealing with rehabilitation. It offers at 
least the possibility that claimants 
won’t be able to just sit back on their 
haunches and do nothing mere ardu- 
ous than reach for the monthly check 
from social security headquarters. 

The law gives the social security of- 
ficials the right to withhold benefit 
checks if the claimant refuses to take 
advantage of available procedures to 
get himself back into shape so he can 
hold a job. This is something, we be- 
lieve, that the insurance business 
should interest itself in and cooperate 
with intensively. 

Many insurers have already got into 
this work—life companies in connec- 
tion with disability and A&S claim- 
ants, casualty companies in connec- 
tion with workmen’s compensation. It 
is a “natural” for the insurance com- 
panies. 

More important than having the 
know-how or being able to get it 
readily is the need for heading off the 
natural reaction on the part of the 
public that OASI disability is a won- 
derful gravy train, that all you have 
to do is to get yourself declared dis- 
abled and away you go to the sun- 
shine of California or Florida for the 
rest of your days. 

This sort of feeling about OASI dis- 
ability would not only prove extremely 
costly to the taxpayers but would add 
to the pressure on the political dem- 
agogues to keep lowering the age of 
eligibility from the present age 50 and 
to boost the benefits ever higher 
with each succeeding election year. 
The eventual disgust of honest tax- 
payers at this sort of racketeering 
could weH endanger the entire social 
security system. 

There will be, at best, tremendous 
political pressure to get the green light 
for cases of dubious disability. Here 
is where the insurance companies can 
render a public service of the utmost 
value, and one that will benefit the 
companies themselves much more 
than it costs them. If the insurance 
companies make it their business to 
interest themselves in making sure 
first. that disability is genuine, and 
then that every claimant with the 
slightest hope of rehabilitation is in 
good faith making use of available fa- 
cilities, then the political pressure will 
be greatly lessened, and so will the 


chances for bribery and other forms 
of under-the-table dealing. 

In nearly every case where scandals 
of this type come to light, as they 
nearly always do, it is not because the 
evil-doers are so clever about covering 
their tracks but because none of the 
better element among the citizenry 
took the time from their daily pursuits 
to see what might be going on. 

Very often it is a crusading news- 
paper that first gets on the scent, the 
way the Chicago Daily News did in 
connection with what the Illinois state 
auditor was doing. But by the time 
even an alert newspaper gets wind of 
something awry, a lot of harm has 
been done and a lot of money has dis- 
appeared. 

What is needed is a continuous in- 
terest, watchdogs that are known to 
be so constantly on the alert that the 
racketeers will choose some less risky 
field to operate in. 

While jobs are easy to get, as they 
are today, the temptation to retire on 
disability at the other taxpayers’ ex- 
pense may not seem like much of an 
incentive to even a fairly pliable con- 
science. But times may not always be 
so good as they are now. Then claims 
go up and the payroll base on which 
OASI taxes are levied takes a nose- 
dive. The best way to head off a rush 
for the gravy train is to create as 
quickly and as definitely as possible 
a concept in the public mind to the 
effect that OASI disability is only for 
the genuinely disabled and that fakers, 
malingerers, exaggerators and loafers 
won’t collect much. Emphasis on 
rehabilitation | procedures—including 
constant pressure to develop new tech- 
niques—will do a lot to create that 
state of mind. 

Even among conscientious, law- 
abiding citizens a widespread feeling 
that certain forms of dishonesty are 
not so terrible can have a corrosive 
effect. Look at the way people chisel 
on their income taxes wherever they 
can—and not just the racketeers, 
either. Look at how they exaggerate 
their claims against a motorist who 
has caused personal injury or property 
damage. And consider the motorist 
who has a $50 deductible and works 
a rig-up with the garage man to pad 
the bill so the insurance company 
pays the entire ccest—deductible and 
all. On the life insurance side, it is 
only necessary to recall how many 
supposedly decent people had no com- 
punctions about claiming total and 
permanent disability when their dis- 


abilities were neither total nor per- 
manent—nor perhaps even actual. 

As an opportunity for something for 
nothing, this new OASI disability pro- 
gram is the richest that has come along. 
So few people see the dangers in it 
that it behooves those who do—which 
means the insurance fraternity—to do 
all the can to beat back this corrupting 
influence before it gets a real hold 
and it becomes too late to do anything 
effective. 


PERSONALS 


Chester O. Fischer, who recently re- 
tired as vice-president of Massachu- 
setts Mutual, will continue as a direc- 
tor and member of the executive com- 
mittee. Consequently, Mr. Fischer’s 
plans for the next several years will 
be built around attendance at the reg- 
ular weekly meetings of the executive 
committee in Springfield. He plans al- 
so to continue in community activities 
and if these and his company work, 
plus keeping in touch with five chil- 
dren and eight grandchildren, doesn’t 
keep him sufficiently occupied, “T’ll 
look around for some other part-time 
activity,” he says. 


Abraham Harris of the Davis agency 
of New York has been named national 
honor agent of the year and Edson K. 
Kincaid of the Hemphill agency of San 
Francisco has been chosen national 
honor unit manager of the year by the 
general agents and managers associa- 
tion of Equitable Society. : 


Francis A. Harrington, Orville H. 
Grahame and Thomas H. Kirkpatrick, 
officers of Paul Revere Life and Mas- 
sachusetts Protective Association, have 
been elected directors of the Worces- 
ter, Mass., chapter of American Red 
Cross. 


Asa T. Spaulding, vice-president of 
North Carolina Mutual Life, has been 
nominated by President Eisenhower 
as a delegate to the United Nations 
educational and cultural organization 
which will meet Nov. 5-Dec. 5 in New 
Delhi, India. 


William Elliott and Ronald J. Young, 
president and manager of securities 
of Philadelphia Life, respectively, have 
been elected to the board of Perkio- 
men Mutual of Collegeville, Pa. 

















Organize Southeast Life in Miami 


Southeast Life Insurance Co. of 1335 
Biscayne boulevard, Miami, has been 
organized with $500,000 capital and 
$500,000 surplus to write ordinary, 
group and A&S. A majority of the 
stock is held by Southeast Shares, Inc. 
Florida Home and Southeastern Sure- 
ty are affiliated with the life company 
and share its offices, President is W. 
M. Preston, Miami lawyer. vice-presi- 
dents are W. W. Downs, former senior 
examiner of the Florida insurance de- 
partment, and Richard S. Pomeroy III, 
who has been general agent of Guard- 
ian Life in Miami for five years. Wil- 


DEATHS 


J. L. FIRMAGE, vice-president of 
Pacific National Life, died. He hag 
been with the company since it was 








J. L. FIRMAGE 


founded in 1928 and was one of the 
incorporating directors. Prior to join- 
ing the company he had been a part- 
ner in the J. C. Penney mercantile 
chain and had opened over 30 stores, 


GEORGE L. LUTTERLOH, secretary 
-treasurer, Pilgrim National Life of 
Chicago, died suddenly in his home 
August 11 of a heart attack. He was 
74 years of age and was active in busi- 
ness until his death. 

Mr. Lutterloh started in the insur- 
ance business when he was 19 years 
of age. He was secretary of Peoples 
Life of Chicago for 10 years, until the 
company was reinsured by Detroit Life 
after which he became associated with 
the Pilgrim National in 1934. 


HOMER R. MITCHELL, 85, a vice- 
president of Southland Life, died at 
his home in Dallas. He was one of the 
founders of a life company which was 
merged into Southland Life and at 
the time of the merger he became a 
vice-president and director. Mr. Mit- 
chell was primarily known in the in- 
surance field for his activities in work- 
men’s compensation business. He was 
one of the organizers of Texas Em- 
ployers in 1913, and had been chair- 
man of the company and its affiliates 
since 1938. 


RAYMOND SAUMSIEGLE, 57, as- 
sistant secretary and manager of the 
ordinary department of John Hancock, 
died suddenly at his home in Nor- 
wood, Mass. He joined the company 
in 1920, was elected assistant secre- 
tary in 1944 and was named manager 
of the ordinary department in 1948. 








liam K. deVeer, Palm Beach banker, 
is secretary and treasurer and Dr. 
Scheffel H. Wright, Bay Point physi- 
cian, is medical director. L. F. Finnell, 
who has been with Business Men’s for 
10 years, has been named general 
agent of Dade, Broward and Monroe 
counties. 
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ACCIDENT & SICKNESS 





DeYoung Cautions on 
“Inbreeding” of A&S 
Sales Personnel 


Creativity and its application to 
salesmen and selling is subject to in- 
preeding, according to Jay DeYoung, 
Oak Park, Ill., agent, and vice-presi- 
dent of International Assn. of A&H 
Underwriters. He feels that inbreed- 
ing tactics are practiced by insurance 
sales management to an increasing de- 

ee. 

W rinbreeding is caused by an unwill- 
ingness of management to give anyone 
a chance to sell unless he has already 
done exactly the kind of selling he is 
peing hired to do—regardless of abil- 
ity, imagination, and creative talent,” 
Mr. DeYoung contends, adding that 
management often fails to rely on its 
own considered judgment of a sales- 
man’s presentation and accomplish- 
ments. Instead, the employer puts his 
trust in the judgment of a man’s past 
employers. 

“This policy results in inbreeding. 
It could produce an absense of new 
talent in insurance selling and en- 
courage those who float from one 
company to another. 

“Our business needs sales. When it 
comes to a choice between experience 
with exactly the same line or rare cre- 
ative ability, it may be wiser to deem- 
phasize the experience factor—let’s 
have the talent. It is easy to teach a 
natural salesman the philosophy and 
ethics of our business.” 





American Mutual Alliance 
Brief to Question FTC 
Jurisdiction in A&S Ads 


American Mutual Alliance plans to 
file an amicus curiae brief with the 
US. circuit court of appeals at New 
Orleans in support of a petition of 
American Hospital & Life of San An- 
tonio, which is asking review of the 
3-2 decision given against it by the 
Federal Trade Commission on April 
24, 1956. 

The brief-now being prepared by the 
Alliance’s legal committee and legal 
staff will confine itself entirely to the 
question of the FTC jurisdiction. The 
FTC held in effect’ that it has juris- 
diction over such insurance company 
practices as it may find unfair or de- 
ceptive, even though there are state 
statutes applicable to such practices. 
The brief contends that Congress has 
power to permit states to regulate in- 


surance, interstate as well as intra- 
state. It maintains that Congress, by 
enacting public law 15 has permitted 
the states to regulate insurance, in- 
cluding advertising practices relating 
to the sale of A&S insurance. It con- 
tends that to the extent that state law 
regulates advertising practices and the 
sale of A&S insurance, the FTC has no 
jurisdiction with respect thereto. 

Filing the brief as counsel for Amer- 
ican Mutual Alliance will be: F. J. 
Marryott of Liberty Mutual, C. M. 
Smith of American Manufacturers 
Mutual, L. P. Hemry of American Mu- 
tual Liability, M. L. Landis of Central 
Mutual of Van Wert, J. M. Sweitzer 
of Employers Mutual Liability, J. B. 
Hamilton of Federated Mutual Imple- 
ment & Hardware, J. W. Joanis of 
Hardware Dealers Mutual Fire, M. S. 
Chenault of Iowa Hardware Mutual, 
L. J. Carey of Michigan Mutual Liabil- 
ity, Garl Watkins of Northwestern Mu- 
tual, W. O. Head of Texas Employers’ 
Association, and J. P. Craugh of Utica 
Mutual. 


New Underwriting Book 
Helps Agents Evaluate 
Risks in the Field 


In keeping with the growing interest 
of more and more companies in pro- 
viding accident and sickness coverages 
for impaired and substandard risks, 
the Accident and Health Bulletins de- 
partment of the National Underwrit- 
er Company, has just published The 
Accident & Sickness Field Underwrit- 
ing Guide, a handy risk evaluator for 
use by the agent right at the time of 
the application. Its author is J. Hesser 
Walraven, assistant to the president of 
Craftsman, and formerly with Conti- 
nental Casualty in its intermediate di- 
vision, in which he held positions as 
eastern supervisor and as assistant su- 
perintendent of agents. 

The book is convenient, concise, and 
compact, for quick use in the field. In 
its 60 pages it lists alphabetically more 
than 800 diseases, impairments, and 
conditions. It describes each one brief- 
ly and a quick-reference code suggests 
the field underwriting action and data 
required for evaluation of the risk in 
applying for combined accident and 
sickness loss-of-time coverage, for ac- 
cident coverage only, and for hospital 
expense coverage. Its purpose is to 
save the agent time and work in the 
field, to help reduce his ratio of re- 
jects, and to help in expediting under- 
writing department procedure. 

The guide is the same handy size as 









































Two past presi- 
dents of American 
Society of CLU at 
University of Wis- 
consin with the in- 
cumbent president 
at the CLU insti- 
tute. Left to right 
are Roland D. 
Hinkle of Equit- 
able Society, whe 
was president in 
1946-47; M. Luth- 
er Buchanan of 
Massachusetts Mu- 
tual, who was 
President in 1943- 
44,and George 
Neitlich of Metro- 
politan Life, whose 
term of office will 
end Oct. 1. 





the popular Handbook of Accident & 
Sickness Insurance published by the 
National Underwriter Company. It 
was designed so that it can be easily 
carried—it has a heavy paper cover 
and weighs only about three ounces. 
Its single-copy price is $1.50, with re- 
ductions for quantities. 


Wis. to Hold Public 
Hearing on A&S Ad Code 


Commissioner Rogan of Wisconsin 
has announced that he will hold a pub- 
lic hearing in connection with adopt- 





ing a state code of fair practices in 
A&S advertising. The hearing will 
consider the NAIC code adopted last 
year. 

Mr. Rogan pointed out that no prob- 
lem had arisen in Wisconsin in con- 
nection with such advertising and no 
complaints have been received about 
false advertising. However, he plans 
to have a code adopted as a rule to 
govern A&S advertsing in the future: 





Ernest J. Holman has been appointed 
administrative assistant in the home of- 
fice of Lutheran Brotherhood. 
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9 years—top Ist 
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Do your prospects come directly from 
your own effort, ability and imagination 
and not from office leads, your super- 
visor, your manager? 


Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 
If you’re doing well right now with what 
you've got, you'll do better with our 
proven competitive merchandising plans 
featuring dismemberment—lifetime in- 
come—top value income settlement 
option—and the premium payment plan 
of the future, Check-O-Matic. 


Can you ins pire and show others “how to”? 


Do you enjoy competing with others? 
More important, do you compete with 


Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


earn top present and 


future dollars for your own personal 
“know how” and for your ability to 
show others “how to”? 


Highest lifetime service fee in the business 
to adequately compensate the career 
underwriter—fully vested renewals for 


year commission on 


par and non-par policies—agency office 
allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 

FREDERICK E. 

HOWARD W. KRAFT, Vice President 
and Director of Agencies 


JONES, President 


THE Opto STATE LIFE 
ERA ECE (OMY 


S$ 15, OHIO 





Ky., Md., Mich., Minn., Mo., No. Car., Ohio, 
Va. 
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1.B.M. to Borrow 
$150 Million from Pru 


International Business Machines has 
entered into an agreement with Pru- 
dential to borrow $150 million against 
I.B.M.’s 3-7/8% notes to mature in 
equal amounts in 1977, 1983, and 1989. 


Notes will be issued in various amou- 
nts from time to time not later than 
Dec. 31, 1959. There are no sinking 
fund requirements. Also I.B.M.’s $30 
million, 2-%% debentures, due Aug. 
1, 1958, have been exchanged by Pru- 
dential for 3-%% notes to mature 
July 1, 1974. 


REINSURANCE 





INVITING 
an inquiry from any A & S 


underwriter who thinks we 
might be of use in analysis, 
rating or policy building. Our 


facilities are at your service. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 


LOS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
100 Bush St. 
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American United to Build $2.5 Million Addition 


American Unit- 
ed has announced 
plans for construc- 
tion of a $244 mil- 
lion addition to its 
home office at In- 
dianapolis. The 
expansion will in- 
clude a five-story 
wing on the north 
side of the build- 
ing and a 200-car 
parking lot be- 
tween the two 
streets to the 
north. American 
United already owns the property for 
the parking area but must get zoning 
board permission to use the land for 
that purpose. 

The addition to the home office will 
be completely air conditioned and add 
40,000 square feet to the facilities, 
mostly in large work rooms. It will 
house the new business department, 
employe dining facilities, a medical 





laboratory, and employe infirmary, 
The main building will be air condi- 
tioned when the wing is built. 

The addition will match the archi. 
tecture of the main building, which 
was constructed in 1930. The old home 
office was planned to provide working 
space for $500 million in force,~ and 
American United had $661 million in 
force Dec. 31, 1955. 








Ga. College to Open 


New Insurance Center 


A new insurance center has been 
established as a part of the expansion 
program of the insurance department 
of the school of business administra- 
tion of Georgia State college, Atlanta. 
The center is the latest development 
in a joint program with the insurance 
business in Georgia. A reception mark- 
ing the opening of the center was 
scheduled for this week, sponsored by 
Insurance Library Assn. of Atlanta 
and the college’s school of business ad- 
ministration. 

The basic objective of the new cen- 
ter is to coordinate education programs 
of the insurance business of the area 
with the academic program and other 
activities in insurance of the college. 

The center will house the adminis- 
trative offices of the insurance library 
association, the school’s insurance de- 
partment, an insurance reading room 
and classroom facilities. The center is 
located in the former presidential of- 





There’s something special about a Maccabees Agent 
He’ 
“GO GLACIER 
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The Maccabees Agent is preparing to qualify for 

an all-expense-paid trip to The Maccabees 1957 Sales © 
Convention at Glacier National Park in the Montana 
Rockies. « When he ‘‘Goes Glacier in 57,” he’ll stay 
at the luxurious Many Glacier Hotel during convention 
days, June 17-21. He’ll have time to take in the 
recreational and sight-seeing opportunities this beautiful 
locale offers, as well as participate in all the 
convention activities. « If you’d like to ““Go Glacier in 
‘57,”’ write to Robert O. Shepler, Field Director. 


THE MACCABEES 


-a Lyfe Insurance Society 


The Maccabees Building e Detroit 2, Michigan 
Offices in principal cities of the United States and Canada 
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fices of the Ivy street building of ‘ 
college. 

Other than the regular classes, the 
classrooms in the center will also be 
used by Georgia chapter of CPCU, At- 
lanta chapter of CLU, and Atlanta Life 
Underwriters Assn. 

Dr. Kenneth Black Jr. is chairman 
of the insurance department of the col- 
lege’s school of business. 





Equitable Society Wins 


Bond Drive Citation 


The Treasury Department has pre- 
sented a special citation to Equitable 
Society for its home office participa- 
tion in the payroll savings plan for the 
regular purchase of savings bonds. 
Melville P. Dickinson, senior vice- 
president, received the award on be- 
half of the company from Donald W. 
Fraser, New York state director of the 
department’s savings bond division. 

A week before the recent five-day 
campaign by the department, 2,017 or 
30% of the company’s home office em- 
ployes were participating in the sav- 
ings bond program. The figures rose 
to 49% at the close of the campaign. 
Gordon B. Jewell, assistant manager 
of the salary administration division 
was chairman of the company’s bond 
campaign. 





Omaha Insurers Set Up 


Direct Telegraph System 


Mutual Benefit H.& A. and United 
Benefit Life have installed a direct 
connection with the Western Union 
system from Omaha to Kansas City 
that gives the companies the same fa- 
cilities as a Western Union office and 
is expected to effect a time saving of 
up to 50% in telegraph transmission. 
An automatic selection device routes 
messages to their destination without 
manual handling, making the installa- 
tion independent of the local office and 
other relay points. 

This type of Western Union installa- 
tion is only practical for accounts dur- 
ing a large volume of telegraphic busi- 
ness, and Mutual and United are the 
largest account in the Omaha area, 
handling an averge of 125 messages 
daily. 





S. L. Stratton has been appointed 
field supervisor in charge of recruiting, 
training and supervision of southern 
California agencies for Independence 
Life of America. Mr. Stratton has been 
with the home office agency depart- 
ment of Pacific Mutual Life for six 
years and was formerly a western di- 
rector of agencies for Capitol Life of 
Denver. 
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Sales Ideas That Work 





Silver Uses Checklists to Help Clients 
Think of Names for His Reterred Leads 


Henry F. Silver, New England Life, 
New York City, discussed telephone 
technique and obtaining referred leads 
at the Million Dollar Round Table 
convention aboard the Kungsholm. He 
called. the part of his talk dealing with 
referred leads “Mr. Client—Who do 
you Know who can also Profit?” Some 
of his comments on securing leads 
follow. 


“For those of you who have had 
prospecting problems, the suggestion 
made to me by my former general 
agent, Ben Salinger, may be a help. 

“Assume you have done a completed 
job of servicing and perhaps selling 
for your client. You have just delivered 
his policies in a nice wallet—and he’s 
quite happy. Now you want some leads 
—and probably he’d like to give them 
to you—but off hand, he can’t think 
of any. What can you do to help him? 

“T generally start by giving him a 
large volume of letters I have from 
other clients telling me what they 
think of the work that’s been done. 
I ask him, if he feels satisfied and so 
inclined, to write me a similar letter. 

“Usually he’ll agree to do so. If so, 
I ask him then for leads. If he does 
not, it’s useless. 

“The book also helps him visualize 
my clientele and starts him thinking 
of others in those same industries. 

“I start by painting a picture of 
the kind of lead I want. “He is not 
necessarily somebody who is looking 
for an agent to buy life insurance 
from today. He is somebody, however, 
who is worth knowing. He’s earning 
a good income, and you expect him 
to continue to do so. He may be any- 
where from 30 to 50—and is probably 
married, with children.” 

“Sometimes, I’ll qualify the pros- 
pects’ income by saying an income at 
or above the level of his own, if he’s 
earning a.rather moderate income. On 
the other hand, if he’s earning a very 
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large income, I may drop the level a 
bit so as to allow him to include men 
he might exclude. 

“Then, I start to give him sug- 
gestions of people. These I have gone 
over in my own mind before I see him. 
The attached lists are a reasonably 
complete checklist of the various areas 
a client might know people in: his 
own firm, other firms he does busi- 
ness with, or men in his own profes- 
sion, his own advisors, such as lawyer, 
doctor or dentist, people he buys from, 
his classmates, clubs, family and 
neighbors. 

“If he’s in business I ask him from 
whom he buys his supplies, raw mate- 
rials, tools and machinery. If he’s a 
doctor, I’ll ask him who are doctors 
he refers business to, or who special- 
ize in obstetrics, pediatrics, eye, ear, 
nose and throat, surgery of different 
kinds, x-ray technicians, etc. If he’s 
a lawyer, I ask him who he knows in 
about 25 of the leading law firms. 

“And finally, I ask him on the 
second page of industries, who he 
knows in business for himself, or an 
executive in any one of these busi- 
nesses which are doing well this year. 
These industries I review yearly and 
weed out the ones who aren’t doing 
well—adding others who are. 


“As you ask him questions, not only 
will he know some answers but still 
other names will pop into his head. 
Keep asking and write the names down 
now, until he shows signs of wanting to 
stop. Any questions you don’t ask now 
will be a good group to start with 
next time you ask for leads. 

“The advantages of doing it with the 
checklist in front of you are that you 
can uncover a few more names (some- 
times a lot) in this way, you get a 
rather complete list of all the leads he’s 
likely to be able to give, and you get 
them quicker.” 

(Mr. Silver’s checklists for referred 
leads follow.) 

In client’s business—the boss; clos- 
est associate; if promotions, next in 
line for client’s job; the heads of pur- 
chasing, sales, personnel, traffic, legal 
and medical departments, foreign and 
research-design; in corresponding posi- 
tions in other departments; most suc- 
cessful competitors. 

In companies with which client does 
business—salesmen and sales engin- 
eers: executives of client’s acquaint- 
ance. 


Among client’s personal or business 
friends—those seen most frequently 
socially or in sports; those who share 
a hobby with client; one who has his 
own business, has best established 
himself in business, seems headed for 
the greatest success, has recently been 
promoted, has recently changed his 
position; has recently had a child; or 
has recently bought a home. 

Among local relatives—the client’s 
and his wife’s. 

The client’s doctor, lawyer, dentist, 
accountant, architect, builder, banker, 
hardware man, appliance man, furni- 
ture dealer, next door neighbor and 
other neighbors. 

Persons active in the client’s club 
or men’s group—president, other of- 
ficers, committee chairmen. 


Of all the client’s acquaintances— 
three biggest men in the community, 
three with best future, a newcomer to 
the vicinity. 

The client’s acquaintances who are 
owners or executives in advertising, 
air conditioning, aircraft, ato mic 
energy, auto services and_ repair, 
building materials, chemicals, child- 
ren’s goods, coin machines, containers 
and packages, construction firms, dairy 
products, diesel locomotives, drugs and 
drug stores, dry-cleaning plants, elec- 
tronics; electric and gas utilities, fi- 
nance companies, foods, high fidelity 
records and phonographs, home ap- 
pliances, non-electric machinery, metal 
materials, medical and dental equip- 
ment, motor courts, motion pictures, 
natural gas, paint, paper and paper- 
board, petroleum produrts, plastics, 
photographic supplies, railroads, rub- 
ber manufacturers, textiles, television 
and trucking. 

Clients who are doctors are asked for 
leads among other medical men. Mr. 
Silver’s checklist included 24 types 
of medical specialists. He exhibited a 
list of 54 leading New York law firms 
from which he seeks leads from 
clients who are lawyers. 


437 Exhibits Set for 
LAA Convention 


A total of 437 exhibits in 19 cate- 
gories have been entered in competi- 
tion and will be on display at the an- 
nual meeting of Life Insurance Adver- 
tisers Assn. at Jung hotel, New Or- 
leans Sept. 23-25. 

William A. Colfer of Prudential, di- 
rector of public relations and LAA ex- 
hibit chairman, said that all displays 
represent the best current output of 
member companies. Only advertising, 
public relations material and sales pro- 
motion material produced within the 
past 12 months is eligible for exhibit. 

Awards of excellence will be given 
the material judged most meritorious 
by a panel of experts. All exhibits will 
be displayed throughout the conven- 
tion. 





Oakland-East Bay, Cal., Assn. of Life 
Underwriters will be one of seven 
groups pledged to solicit small busi- 
ness firms in the Oakland area in a 
two-day united bay area fund-raising 
crusade Oct. 2-3. Richard W. Johnson 
of Lincoln National Life is association 
drive chairman. The crusade’s goal is 
more than $11 million. 
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THE COMPANY shall be 


new agent in preparing 
and following a sound 


first year in the business. 


The new agent is, literally, 





responsible for assisting the 


operating budget during his 


No. 3 OF A SERIES 








® In selecting and train- Ba 
ing the new agent, we 
believe that the Com- 
pany’s responsibility 
must go much further 
than the printed terms 
of its contract. In fair- 
ness to the agent... 
the Company . . . the 
insurance business it- 
self . . . we must as- 
sure the new agent 
every possible chance 
of success. In this series 
of messages, we pre- 
sent a few of what we 
consider to be our in- 
escapable obligations 
under this “invisible 
contract”’. 



























“going into business for himself”. Any new 
venture must be solidly based upon a sound operating budget, if it is to be 
successful. Through conferences with the new agent (and his wife), we help 
him prepare a careful schedule of monthly expenses and anticipated income. 
The agent and the company each keep a written copy. It answers two 
essential questions; (1) is the agent on his way to becoming a “going con- 
cern’”?; and, (2) is he demonstrating the ability to manage money? 
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Record 110 Million 


Have Health Insurance 
(CONTINUED FROM PAGE 4) 


er pace than the population, and the 
figures indicate continuing growth in 


the future. 

All in all, the report continues, the 
competitive system and the voluntary, 
free enterprise way have worked well 
in health insurance. The American 
people now have a wide variety of 
policies, plans and insuring organiza- 
tions from which to make selections 


best meeting their needs and desires 
and the inherent vitality of the vol- 
untary health insurance movement is 
continually being demonstrated by the 
development of new and improved in- 
suring methods. 

During 1955, the growth rate of hos- 
pital expense protection was three 
times as rapid as the rate of growth 
for the population as a whole. For 
surgical expense protection the num- 
bers grew at the rate of 7%, 344 times 
as fast as the population growth. Reg- 
ular medical expense protection grew 





he Appointment of 


Former Managing Director 








Midland is pleased to announce 
T 
MR. WILLIAM G. COURSEY 


International Association of 
Accident and Health Underwriters 


AS DIRECTOR OF SALES OF ITS 
ACCIDENT AND SICKNESS DEPARTMENT 


Midland National has a complete line of commercial spe- 
cial risk and guaranteed renewable to age 65 (Income pay- 
able to age 65). Write today for full information. . 


H. S. HAGAN, PRESIDENT 
Midland National 


Life Insurance Company 


Home Offices, Watertown, South Dakota 





Licensed in __ Iilinois, 
14 states west of the 
Mississippi, Alaska, 


Germany and France. 
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at the rate of nine times the popula- 
tion. 

Breaking down the number of peo- 
ple with hospital, surgical and regular 
medical expense protection between 
the employed or primarily insured 
persons and dependents, 46,826,000 
had primary hospital expense protec- 
tion while 60,836,000 were covered as 
dependents. For surgical expense pro- 
tection the figures were 39,023,000 and 
52,904,000 respectively. For regular 
medical protection the figures were 
24,763,000 and 30,743,000, respectively. 

The rapid growth of hospital, sur- 
gical and regular medical expense in- 
surance has few parallels in American 
business records, the report points out. 
Since the beginning of 1941, the num- 
ber of persons with hospital expense 
protection has increased nearly nine- 


fold. For surgical expense protection, p 


the number of persons with coverage 
has multiplied nearly 17 times. The 
number covered by regular medical 
expense has increased 14 times. 

From time to time, the report added, 
the benefit payments of health insur- 
ance are compared with total figures 
on hospital charges, doctor bills and 
income loss arising from disability. 
While such comparisons may be inter- 
esting, they tend to imply that the 
function of health insurance is to meet 
all costs of ill health and to reimburse 
in full for lost income. 

Actually, the report went on, there 
are several reasons why the purpose 
of health insurance should be con- 
ceived aS a more modest one. Some 
expenses, such as extra costs in pri- 
vate hospitals, are largely within the 
individual’s own control and are 
therefore not insurable. Also, consid- 
erable numbers of the American peo- 
ple do not need health insurance, such 
as military personnal who receive 
care from the government. For these 
reasons the aim of voluntary health 
insurance can best be described as 
being to provide timely benefits in 
sufficient amount to prevent ill health 
and accident from leading to financial 
hardships. 

The report points out that, in addi- 
tion to voluntary health insurance 
forms, personal accident policies in 
force at the end of 1955 numbered 
over 4.5 million plus 18 million other 
policies in force providing protection 
against travel or other specified type 
of accident. Nearly 16 million were 
protected by group accident, death and 
dismemberment policies as part of em- 
ploye group insurance programs. More 
than 115 million persons have life in- 
surance in one form or another, many 
of which provide monthly benefits in 
cases of permanent and total disabil- 
ity. 

Other accident benefit forms in- 
clude auto liability, workmen’s com- 
pensation, which covers mere than 45 
million workers, health cover for 
about 4 million military men and de- 
pendents and 3.5 million veterans and 
state and local government health 
care programs for inmates of sani- 
tariums, prisons and other public in- 
stitutions. ? 

Organizations which cooperated 
with the council in preparing the re- 
port were American Medical Assn., 
Blue Shield, U. S. Chamber of Com- 
merce, Health Insurance Assn. of 
America and the Social Security Ad- 
ministration of Department of Health, 
Education and Welfare. 

Members of Health Insurance Coun- 
cil are American Life Convention, 
American Mutual Alliance, Assn. of 
Casualty & Surety Companies, Assn. 


of Life Insurance Medical Directors 
Health Insurance Assn. of America, 
International Claim Assn., Life Insur. 
ance Assn. of America and Life In. 
surers Conference. 





Wisconsin National 


Conference Draws 125 


About 125 persons were at the Star 
Leaders Conference of Wiseonsin Na. 
tional Life at the Grand Hotel, Mack. 
inac Island, Mich., Aug. 12-15. Three 
identical president’s cups were award. 
ed to Garnett Inman, New Albany, 
Ind., leading life producer; N. Es Zisk. 
and, Sheboygan, Wis., leading A&s§ 
producer, and Billie O’Connor, Cham. 
paign, Ill., leading producer in com. 
bined life and A&S. 

President’s plaque awards went to 


T. Smith, Indianapolis, leading 
agency in life production for 1955; Roy 
Madler, Hilbert, Wis., leading 


agency in A&S and Elmer W. Clark, 
Oshkosh, leading agency in combined 
life and A&S. Others who received 
plaques were Mr. Inman, Mr. “Zisk. 
ind, and R. G. Jansen, Green Bay, a 
leader in combined life and A&sS. 





Pacific Mutual Life is building an 
addition to its Norwalk Square Shop- 
ping Center at Norwalk, Cal. The new 
unit will be a $350,000 W. P. Grant 
variety and junior department store. 


FRATERNALS. 


Fraternal Allows Premium 


Waiver for Women 


Aid Assn. for Lutherans has an- 
nounced that premium waiver is now 
available to employed female appli- 
cants on the same basis as for male 
applicants and for the same standard 
premiums. 

Males and females shall be eligible 
to apply for insurance on a non-medi- 
cal basis without an intervening medi- 
cal examination for the following 
maximum amounts: Ages 0-30, $15,000 
(of which not more than $10,000 can 
be on 10 year term and term to 55 and 
65 plans); Ages 31-40, $10,000; Ages 
41-45, $5,000. 


DR. HAROLD M. TOTMAN, 59, 
South Bay, N. Y., surgeon and medical 
director of Union Life & Accident of 
Syracuse, died. 


Lutheran Brotherhood has been li- 
censed in Delaware and Connecticut, 
making it 34 states in which the com- 
pany now operates. 


egervice Guide « 


























ACTUARIAL COMPUTING 
SERVICE, INC. 
wi 684 West Peachtree 
1 Street, N. W., Atlanta 8, 
Georgia, Telephone 
TRinity 5-6727. 














BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern Califomia & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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COMPANY & AGENCY CHANGES 








John Hancock 

William J. Davies has been appoint- 
ed southeastern New York regional 
supervisor at Binghamton, N. Y., and 
Douglas A. Wyatt has been assigned 
to the metropolitan New York and 
Connecticut region as supervisor. Mr. 
Davies, who joined the company in 
1948, was assistant district manager at 
Binghamton. Mr. Wyatt went to the 
company in 1938 and was assistant 
district manager at Yonkers. 

Philip Martini and James J. Durn- 
ing have ben assigned as district man- 
agers of west Bergen county and east 
Bergen county, N. J., respectively, with 
the division of the Hackensack district 
into two new districts. Mr. Martini, 
with the company for nearly 20 years, 
was regional manager at Hackensack. 
Mr. Durning joined ‘the company in 
1939 and most recently was southeast- 
ern New Jersey regional supervisor. 


First Colony Life 


FrancisD. 
Wertz, former reg- 
ional manager of 
Virginia for State 
Life of Indianapo- 
lis, has been ap- 
pointed in charge 
of a new agency 
at 211 West York 
street, Norfolk, 
Va. He was form- 
ally introduced to 
Norfolk business, 
civic and naval 
leaders at a buffet 
luncheon. He spent 
13 years in the 
navy before entering life insurance in 
1953 with Northwestern Mutual. He 
joined State Life last year. 





Francis D. Wertz 


Business Men’s Assurance 


Loren V. Wilson has been appointed 
sales supervisor at the Miami branch. 
Mr. Wilson began with B.M.A. in 1939 
and was appointed district supervisor 
at Cape Girardeau, Mo., in 1951. He 
was transferred to Miami in 1954. 


Massachusetts Mutual 


Named district group representatives 
are Arnold J. Price and Alan Slater at 
New York, H. Richard Ritter at Los 
Angeles, Charles C. Nordhaus at Chi- 
cago, N. Edmond Cotter at Birming- 
ham and Thomas S. Lambert at Battle 
Creek, All are recent graduates of the 
company’s group term and casualty 
school. Mr. Price and Mr. Slater were 
formerly in New York, Mr. Ritter 
was in Los Angeles, Mr. Nordhaus in 
Chicago, Mr. Cotter in Atlanta and Mr. 
Lambert in Detroit. 


MUTUAL BENEFIT LIFE—Louis H. 
Savan, former captain of the Cleve- 

d Browns professional football 
team, has been appointed staff mana- 
ger of the Laurance W. McDougal 
agency at Cleveland. Before joining 
the agency, Mr. Saban was a football 
coach at Northwestern university. 


ACACIA MUTUAL LIFE—Earl A. 
Lewis has been appointed manager at 
Cleveland. For the past several years 
he has been in charge of training and 
supervision of all agents appointed to 
that office. 


CENTRAL LIFE OF IOWA has 
named Dr. Norman B. Nelson, dean of 
the college of medicine of State Uni- 
versity of Iowa, to its board. 


UNION CASUALTY & LIFE— Sol 
Javors has been appointed associate 
general agent of William Krauss As- 
Sociates, general agent at Hempstead, 
N. Y. He started with Provident Mu- 


tual in 1947 and later went to Postal 
Life as associate general agent with 
the Harold Demian agency of New 
York City. He will specialize in sub- 
standard risks. 


Manhattan Life 


T. CC. Collins 
has been appointed 
general agent at 
Austin, Tex., with 
offices at 
Cherry lane. He 
entered the busi- 
ness with Ameri- 
can National in 
1948 and recent- 
ly has been with 
Western National 
Life. 





T. C. Collins 


Occidental of N. C. 


W. H. Trentman, executive vice- 
president for 12 years, has been elected 
president to succeed Laurence F. Lee, 
who has been named to the newly cre- 
ated post of chairman. Mr. Trentman 
also was named treasurer to succeed 
Cc. E. Hyre, who has retired after 43 
years’ service. Mr. Trentman joined the 
company in 1927. Mr. Lee is president 
of Peninsular Life, chairman of Brit- 
ish-American Life and past president 
of American Life Convention and U. 
S. Chamber of Commerce. 

Stockholders approved a proposal to 
add the words “of North Carolina” to 
the name, Occidental Life Insurance 
Co. 


Equitable Society 


Gerald D. Good of Huntington, N.Y., 
has been named manager of one of the 
company’s 15 New York City agencies 
succeeding Edward R. Siegel, promoted 
to manager at Jamaica, N. Y. Mr. Good 
joined the company in 1948 and be- 
came assistant manger of the W. Hals- 
ey Wood agency at Hempstead, N. Y., 
in 1950. He is a CLU, is director of the 
company’s CLU association and is 
treasurer of the New York City CLU 
chapter. He became a member of the 
Million Dollar Round Table last year. 


Connecticut General 


Charles R. Lindberg and James E. 
Pangburn have been appointed district 
group pension supervisors in Los An- 
geles and Syracuse respectively, and 
James H. Andrews and Russell H. 
Knisel have been named group pen- 
sion representatives in Cleveland and 
Philadelphia respectively. Mr. Lind- 
berg joined the company in 1950 and 
most recently was group representa- 
tive in Detroit. Mr. Pangburn was 
group pension representative in Phil- 
adelphia. Mr. Andrews and Mr. Knisel 
were with the group pension sales staff 
at the home office. 


STANDARD OF OREGON—AI Mills 
has been appointed brokerage manager 
in the San Francisco Bay area. Mr. 
Mills has been a resident of San Fran- 
cisco and in addition has experience at 
the home office in Portland, Ore. 


OHIO NATIONAL LIFE has named 
John A. Bruhm general agent at In- 
dianapolis. He formerly was general 
agent there for Continental Assurance. 


OHIO STATE LIFE—Jack Flint, 
formerly with Continental Assurance, 
has been named general agent at Indi- 
anapolis. 


BERKSHIRE LIFE—William Botz 
has been appointed supervisor ef the 
Thorne agency at New York. He joined 
the company recently after several 
years with Colonial Life. 


3500. 


New York Life 


Edward G. Wendt Jr. has -been 
named assistant actuary, and James J. 
Connors, Edward H. Friend, Walter N. 
Miller and Harry A. Woodman Jr. 
have been appointed actuarial assist- 
ants. Alden W. Brosseau has been ap- 
pointed assistant group actuary, and 
Thomas D. Sloan and Robert N. Stab- 
ler have been named actuarial assist- 
ants in the group department. 


Continental American 


John J. Gallagher has been named 
general agent in Camden, N. J. He will 
have offices at 501 Cooper street. He 
was formerly district manager of Un- 
ion Central Life at Camden and is past 
president of Camden Life Underwrit- 
ers Assn. He is a CLU. . 


Prudential 


Major realignment and expansion of 
the district agencies department in the 
seven states served by the Minneapo- 
lis regional home office are planned. 
The move includes establishment of 
a Wisconsin region covering that state 
and the upper peninsula of Michigan, 
and reorganization of the northern re- 


gion, formerly consisting of Minnesota, 
Wisconsin, and the upper peninsula. 

Vernon D. Wiley, who has been with 
Prudential in New England and New 
York since 1942, has been appointed 
director of agencies to head the north- 
ern region which will embrace Min- 
nesota and North Dakota. Peter C. 
Zimmer, formerly director of agencies 
for the northern region, will be in 
charge of the Wisconsin region and 
make his headquarters at Milwaukee. 

Prudential now has more than $2 
billion of life insurance in force in 
Minnesota, Wisconsin, North Dakota, 
and the upper peninsula. Sales in the 
area for the first six months in 1956 
were 25% ahead of the same period 
last year. 

Everett J. Dickson has been appoint- 
ed supervisor at Ithica, N. Y., succeed- 
ing Nathan J. Forbes who has been 
promoted to director of agencies at 
Jacksonville, Fla. Mr. Dickson joined 
the company in 1934 at San Diego, Cal. 
He was named manager at Jamestown, 
N. Y., in 1951. 

Howard Miller has been named di- 


rector of ordinary agencies for the Pa- 
cific-northwest region. Formerly mana- 
ger for the company at Dayton, O., 
Mr. Miller’s territory will include Ida- 
ho, Montana, Oregon, Utah, Washing- 
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fife and Casualty 


WELL OVER A BILLION DOLLARS OF LIFE INSURANCE IN FORCE 


go together 


As the railroad industry has grown and progressed, so 
has Life and Casualty. From a very modest beginning in 
1903 to more than a Billion Dollars of Life Insurance and 
a Billion Dollars in Accident Insurance in force today! 
We have progressed in other ways as well: In the type 
and variety of protection we offer; in the cordial rela- 
tions we enjoy with our policyholders, and of utmost 
importance, in the fine service rendered to our policy- 
holders by our outstanding field force. 

Known as one of America’s fastest growing Billion 
Dollar Life Insurance Companies, our goal is to reach 
Two Billion dollars of Life Insurance in force by 1960. 
You can be sure this dollar growth will be matched by 
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nized form of group insurance. This 


ployees or for a national organization. 


your next group case? 


STATE:MU 
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‘ 


We can answer that best by saying, ‘ 
have it.” Our 26 basic coverages include every recog- 


OF GROUP COVERAGES 
DOES STATE MUTUAL OFFER? 


‘You name it, we 


permits our field 


representatives to offer the broadest possible life-casual- 
ty-retirement package that an employer, union, or associ- 
ation of employers may want to make available. 


You and your group prospect will be pleased with 
State Mutual’s service, whether the plan is for 10 em- 


Why not consult your nearest State Mutual agency on 
We guarantee you'll be im- 
pressed with their know-how and efficiency. 


PAL LIFE 


2g i 


OF WORCESTER. MASSACHUSETTS 








and 


Half a million 
dollars paid 
out every 
working day to 
policyholders, 
beneficiaries, 


annuitants 











of the 

SUN LIFE 
ASSURANCE 
COMPANY 
OF CANADA 








ton, and the northern parts of Cali- 
fornia and Nevada. His appointment 
came as a result of the company’s ex- 
pansion movement which split the or- 
dinary agencies in 11 western states 
and Hawaii into two regions. The oth- 
er region, the southern mountain terri- 
tory, is under the direction of Edgar M. 
Kelly. Mr. Miller began with the com- 
pany in 1946 at St. Louis. 

Ray S. Githens, formerly assistant 
director of agencies at the Minneapolis 
regional home office, has been pro- 
moted to associate director of agen- 
cies. He is succeeded by Robert J. 
Zimprich at Minneapolis. Mr. Githens 
will transfer to the ordinary agencies 
department at the home office in New- 
ark. Mr. Zimprich joined Prudential 
at Milwaukee in 1951 and since 1954 


.has been training consultant at the 


Minneapolis office. 


Indianapolis Life 


Marvin E. Race 
has been appointed 
general agent at 
Milwaukee. Mr. 
Race has’ been 
in the life busi- 
ness for 10 years, 
recently with Lin- 
coln National Life 
at Milwaukee. 





M. E. Race 


General American Life 


William R. Mead, a staff member 
and adviser in the Chicago office of 
Moody’s Investors Service, has been 
appointed manager of the securities 
department of General American. Al- 
fred D. Froning, assistant comptroller, 
has assumed management of the com- 
pany’s tabulating department and will 
be in charge of the company’s long 
range plan for the further use of elec- 
tronic business machines. Mr. Froning 
joined the company in 1941. Prior to 
his recent appointment he was man- 
ager of the premium accounting and 
group accounting departments. 

With Mr. Froning’s change in duties, 
Jerome P. Bugger was promoted from 
assistant manager to acting manager of 
group accounting. Burt H. Fehlig has 
been promoted from acting manager 
to manager of the company’s invest- 
ment accounting department. 

Jack Boucher, who joined the Com- 
pany’s mortgage loan office at Houston 
in 1954 and then was transferred to 
Phoenix as assistant manager, has re- 
turned to the Houston office as man- 
ager. 


Occidental California 


T he company 
has opened its 
first general agen- 
cy at Youngstown, 
O., has appointed 
Karl P. Kroeck 
formerly was dis- 
trict manager at 
Yougnstown for 
Penn Mutual Life. 
A former radio 
newscaster, Mr. 
Kroeck was with 
Penn Mutual five 
years. 





Karl P. Kroeck 


Northwestern Mutual Life 


Richard S Haggman has been ap- 
pointed the newly created post of di- 
rector of advertising. Mr. Haggman had 
been director of public relations for 
Kansas City Life since 1948. Active 
in Life Insurance Advertisers Assn. for 
many years, Mr. Haggman has been 
elected its treasurer and executive 
committee member for the coming 
year. He is a former chairman of both 
North Central Round Table and the 
national program committee of the as- 
sociation. 


New England Life 


James W. Kerl has been appointy 
district group manager at Philadelphi, 
effective Sept. 1, to succeed Francis |, 
Doyle Jr., who has been named distri 
agent in Delaware county, Pa. M 
Kerl has been in the group life busi. 
ness 13 years, the last eight as gro 
manager of Sun Life of Canada iy 
Philadelphia. 


Lincoln National Life 


Philip N. Skillman has been ap. 
pointed supervisor at the Wertz Agen. 
cy at Detroit. Mr. Skillman has beg 
in the life business three years. 


RECORDS 


CONNECTICUT MUTUAL LIFE rr. 
corded the biggest monthly volum 
during July in company history as, 
result of special campaign in obsery. 
ance of its 110th anniversary. A total 
of 6,588 cases were submitted, 58% 
over the 1955 monthly average, for a 
volume of $56,126,185. Seventy-one of 
the company’s 81 general agencies 
went over their objective in the cam. 
paign. Top honors went to the Kaul 
agency of Omaha which turned in 273 
cases, 138 over its objective. George E, 
Deras of the Omaha agency led the 
company with 65 cases. Mac Upder- 
graft of Edward Bates agency of Los 
Angeles was volume leader. 


EQUITABLE SOCIETY has set a 
new half-year sales record with pro- 
duction in the first six months of 1956, 
New ordinary sales totaled $831,198. 
555, an increase of 14.1% over the 
first half of 1955. Total ordinary in 
force on June 30 was $1,445,912,726, 
New group life sales amounted to 
$282,712,011, bringing total group life 
in force to $14,475,804,344. 














EQUITABLE LIFE OF IOWA—The 
agency force recorded the greatest 
July and the greatest first seven 
months of any year. New production 
for July was $12,500,754, an increase 
of 10.4% over July, 1955, bringing to- 
tal for the first seven months of the 
year to $87,936,597, a gain of 6.6% 
over the corresponding period last 
year. Insurance in force at the end of 
July was increased to $1,459,878,787. 
The leading agency for the month was 
Griffin, Ingram & Pfaff, Chicago. 


NATIONWIDE LIFE—Aiming at the 
$1 billion mark by year’s end, the 
company reported an_insurance-in- 
force figure of $931,763,000 as of June 
30, a gain of $80,778,000, or 9.5%, since 
the first of the year. Other favorable 
figures in a mid-year report list assets 
at $89,591,000 up 9.4%; surplus at $9,- 
130,000 up 12%. Premiums collected 
totaled $10,122,000 a gain of 14.5% 
over the first six months of 1955. Pay- 
ments to June 30 totaled $1,843,000 to 
beneficiaries and $1,406,000 in policy- 
holder dividends. 


LIBERTY LIFE—Insurance in force 
in the first half year rose to $777,571, 
672, up $29,994,000, and _ resources 
climbed to $88.4 million, up $4,228,000. 
Benefit payments totaled $3,124,405. 


Peterson Agency—Charles W. Dow, presi- 
dent of Equitable Society, was in Salt Lake 
City recently to honor members of the Pe- 
terson Agency who produced $8,300,000 in new 
buiness, exclusive of group, during the first 
six months of this year. The Peterson Agency 
led all sales organizations of the society's 
western department in a three month period 
ending June 30. The agency production for 
the first six months of 1955 was $5,900,000. Mr. 
Dow said that Equitable investments in Utah 
currently total over $591 million. 


—*~ 
—— 


Manhattan Life has been licensed in 
Minnesota and South Carolina, bring- 
ing to 21 the number of states 
which it operates, plus District of Co- 
lumbia and Alaska. 
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Can't Retuse Rehabilitation Under OASI Disability 


(CONTINUED FROM PAGE 1) 





subsection (2) is determined to be pay- 
able on other than a monthly basis 
(excluding a benefit payable in a lump 
sum unless it is a commutation of or a 
substitute for period payments), re- 
duction of the benefits under this sec- 
tion shall be made at such time or 
times and in such amounts as the Sec- 
retary finds will approximate as nearly 
as practicable the reduction prescribed 
in subsection (a). 

The Secretary, may, as a condition 
to certification to payment of any 
monthly insurance benefit payable to 
an individual under this title (if it ap- 
pears to him that such individual may 
be eligible for a periodic benefit which 
would give rise to a reduction under 
this section), require adequate assur- 
ance of reimbursement to the trust 
fund in case periodic benefits, with 
respect to which such a reduction 


to be insured for disability benefits in 
any month if he would have been a 
fully and currently insured individual 
(as defined in section 214) had he at- 
tained retirement age and filed ap- 
plication for benefits under section 
902(a) on the first day of such month 
and he had not less than 20 quarters 
of coverage during the 40-quarter pe- 
riod ending with the quota in which his 
first day occurred, not counting as part 
of such 40-quarter period any quarter 
or any part of which was included in a 
period of disability unless such quar- 
ter was a quarter of coverage. 

The term “disability” is defined as 
meaning “inability to engage in any 
substantial gainful activity by reason 
of any medically determinable physi- 
cal or mental impairment which can 
be expected to result in death or to be 
of long-continued and indefinite dura- 








month to which an individual is en- 


low zero) by the amount of such ex- 
cess but if such individual would not 
be entitled to such monthly benefit if 
she did not have such child in her care 


band in the case of a wife).” 


should be made, become payable to 
sidered to be under a disability unless such individual and such reduction is 
he furnishes such proof of the exist- not made. 

ence thereof as may be required.” ‘4 : z 

The term “waiting period” means, phe pill provides that any federal 
in the case of any application for dis- 2 ency which is authorized by any law 
ability insurance benefits, the earliest o¢ the United States to pay periodic 

iod of = consecutive calendar benefits or has a system of periodic 
months “throughout which the indi- }enefits which are based in whole or 
vidual who files such application has iy part on physical or mental impair- 
been under a disability and which be- Font shall, at the request of the Sec- 
gins with the first day é of the sixth retary, certify to him with respect to 
month before the month in which such ny individual such information as the 
application is filed if such individual secretary deems necessary to carry out 
is insured for disability insurance ben- }i, ¢unctions under the law. 
efit in such sixth month or if he isnot“ Section 225 provides that if the Sec- 
so insured in such month, which be- yetary, on the basis of information ob- 
gins with the first day of the fir st tained by or submitted to him believes 
month after such sixth month in which that an individual entitled to benefits 
he is so insured. 8 under section 223 or that a child who 

Notwithstanding these provisions, nO hag attained the age of 18 and is enti- 
waiting period may begin for any in- ‘eq to benefits under section 202 (d), 
dividual before Jan. 1, 1957, nor may ay have ceased to be under a disabil- 
any such period begin for any individ- ity” the Secretary may suspend the 
ual before the first day of the sixth 12 yment of benefits under such section 
month before the month in which he 993 or 202 (d) until it is determined 
attains the age of 50. Section 224 pro- (4. provided in section 221) whether 
vides for reduction of benefits based or not such individual’s disability has 
on disability. If any individual is en- ceaseq or until the Secretary believes 
titled to a disability insurance benefit that such disability has not ceased. 
for any month, or to a child’s insur- In the case of any individual whose 
ance benefit for the month in which gicapjility is subject to determination 
he attained the age of 18 or any subse- i nder an agreement with a state under 
quent month and (a) it is determined <oction 221 (b) the Secretary shall 
by any agency of the United States un- promptly notify the appropriate state 
der any other law of the United States or his action under this section and 
or under a system established by such <ha1) request the prompt determination 
agency that a periodic benefit is paya- of whether such individual’s disability 
ble by such agency for such month to has ceased. For purposes of this sec- 
such individual and the amount of or tion the term “disability” has the 
eligibility tor such periodic benefit is jeaning assigned to it in section 223 
based (in whole or in part) on a phys- which is quoted above. A 
ical or mental impairment of such 
individual or (b) it is determined that . : S 
a periodic benefit is payable for such Section 222 of the social security 
month to such individual under a act has been amended to provide for 
workmen’s compensation law or plan rehabilitation of disabled persons 
or a state account of a physical or where this is possible. It clearly states 
mental impairment of such individual that the policy of Congress is that dis- 
then the benefit referred to in para- abled individuals applying for a deter- 
graph (1) shall be reduced by an mination of disability, and disabled in- 
amount equal to such periodic benefit dividuals who are entitled to a child’s 
or benefits for such month. insurance benefits, shall be promptly 
“If such benefit referred to it in par- referred to the state agency or agen- 
agraph (1) for any month is a child’s cies administering or supervising the 
Insurance benefit and the periodic ben- administration of the state plan ap- 
efit or benefits referred to in paragraph proved under the vocational rehabili- 
(2) exceeds such child’s insurance tation act for necessary vocational re- 
benefit, the monthly benefit for such habilitation services, to the end that 
the maximum number of such individ- 
uals may be rehabilitated into produc- 
tive activity. 

Refusal to accept rehabilitation would 
subject the refuser to deductions from 
his disability benefits. The deduction 
would be in such amounts and at such 
time as the Secretary shall determine 
“until the total of such deductions 


tion. An individual shall not be con- 


titled under subsection (b) (g) of sec- 
tion 202 shall be reduced (but not be- 


(individually or jointly with her hus- 











lt any periodic benefit referred to in equals such individual’s benefit or 


benefits under sections 202 and 223 
for any month in which such individ- 
ual, if a child who has attained the age 
of 18 and who is entitled to a child’s 
insurance benefits, or if an individual 
entitled to disability insurance bene- 
fits, refuses without good cause to ac- 
cept rehabilitation services available 
to him under a state plan approved 
under the vocational rehabilitation 
act.” 


Anyone who is a member or adher- 
ent of any recognized church or re- 
ligious sect which teaches its members 
or adherents to rely solely, in the 
treatment and cure of any physical or 
mental impairment, upon prayer or 
spiritual means through the applica- 
tions and use of the tenets or teachings 
of such church or sect, and solely be- 
cause of his adherence to the teachings 
and tenets of such church or sect re- 
fuses to accept rehabilitation services 
available to him under a state plan 
approved under the vocational reha- 
bilitation act shall for the purposes of 
the preceding part of the subsection 
be deemed to have done so with good 
cause. 

To take care of fears on the part of 
benefit recipients that work they do 
during rehabilitation may cost them 
their benefits, it is provided that for 
purposes of section 216(i) and 223, an 
individual shall not be regarded as 
able to engage in substantial gainful 
activities solely by reason of services 
rendered by him pursuant to a pro- 
gram for his rehabilitation carried on 
under a state plan approved under the 
vocational rehabilitation act. This sub- 
section shall not apply with respect to 
any such services rendered after the 
11th month following the first month 
during which such services are ren- 
dered. 

There is a provision in section 216 
to make sure that the individual does 
not lose his “insured” status during a 
period of disability. 


Section 201 of the social security act 
is amended to set up a special disabil- 
ity insurance trust fund separate from 
the present old-age and survivors in- 
surance trust fund. It is to be known 
as the “federal disability insurance 
trust fund.” This is financed by a tax 
of one-half of 1% of wages, to be 
raised a tax divided equally between 
employe and employer, and three- 
eighths of 1% of the amount of self- 
employment income. 

The federal disability insurance trust 
fund and the present OASI trust fund 
will be governed by a joint board of 
trustees, to be composed of the Sec- 
retary of the Treasury, Secretary of 
Labor and Secretary of Health, Educa- 
tions & Welfare. The Secretary of the 
Treasury will be managing trustee of 
the board. Funds of the disability trust 
fund, like the OASI trust fund, may 
be invested only in interest-bearing 
obligations of the United States or in 
obligations guaranteed as to both prin- 
cipal and interest by the United States. 

The internal revenue code has been 
amended to take care of the additional 
taxation needed by the disability pro- 
visions. Wages and salaries received 
during calendar years 1957-59 inclu- 
sive the rate will be 24%; 1960-64 
inclusive 234%; 1965-69, 314%; 1970- 
74 334%; Dec. 31, 1974 onward, 4%%. 

For self-employment income the tax 
will be 3%% for taxable years be- 
ginning during 1957-59 inclusive; 444% 
for taxable years beginning during 
1960-64 inclusive; 4%% for taxable 
years beginning during 1965-69 inclu- 
sive; 554% for taxable years beginning 
during 1970-74; and 63%,% for years 


beginning in 1975 and thereafter. 
The tax on employers is equal to 
that on employes. 





Lafayette Life plans to build a new 
home office, a modern one story struc- 
ture costing about $1 million. It is 
hoped the new building will be ready 
for occupancy late in 1957. The com- 
pany will retain ownership of its pres- 
ent headquarters, a 10 story office 
building in Lafayette, Ind. 


WANT ADS 


Rates—$20 per inch per insertion—1 inch mini- 
mum—sold in units of half-inches. Limit—40 words 
per inch. Deadline 5 P. M. Friday in Chicago office 
—175 W. Jackson Blvd. Individuals placing ads are 
requested to make payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 




















ACTUARY 


Opportunity for actuary with at 
least three exams. 
Nationally-known firm of actu- 
aries and consultants with varied 
clientele and wide range of ac- 
tivities. 

Office location in suburban area 
makes for ideal working condi- 
tions. 

Previous training or experience in | 
consulting field not required. 


Write, or phone collect 


Rodger Patrick 
Edwin Shields Hewitt and Associates 
South Milwaukee Avenue 
Libertyville, Illinois 

Phone: Libertyville 2-4080 








ACTUARIAL STUDENTS 
LOOKING FOR A FUTURE! 


Rapidly growing Colorado company has opening 
for Life Assistant Actuary. Work will include 
responsibilities in Electronic Data Processing 
area. Write us if you are interested in working 
in a wonderful climate for a progressive com- 
pany. Our staff knows of this advertisement. 
SECURITY LIFE and ACCIDENT COMPANY 
Security Life Building, Denver 2, Colorado. 








GENERAL AGENT 


Wants to make change. 35 years experience 
with two major companies. LIAMA graduate 
and taught in home office schools. Experienced 
in selling and teaching estate planning on any 
level. General agency or managerial work pre- 
ferred. Write Box N-5!1, National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Agents or brokers to write military aviation 
policy that has no war clause or aviation 
restrictions for world wide coverage. 70% 
commission. For further details write Box 
4324, Shreveport, Louisiana. 








AVAILABLE 
Wide Experience in Actuarial, Comptroller, 
Agent and Executive divisions. Ordinary 
and Group. Associate of Society of Actu- 
aries. Address Box N-91, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








LIFE INSURANCE OPPORTUNITY 
One of America’s largest insurance brokerage 
firms desires young, ambitious life insurance man 
with analytical mind. Minimum two years ex- 
perience needed with broad business insurance 
and estate planning for substantia! clients. 
Attractive salary and opportunity for growth. 
Reply confidentially to x NY-54, c/o 
National Underwriter Co., Advertising Dept., 
99 John Street, New York 38, N. Y. 








DISTRICT MANAGER for 

South Jersey Wanted — 
by one of 29 largest ordinary life insurance 
compani ong established organization in 
Camden; Salary, overriding commission, 55% 
contract on personal business, pension, group’ 
insurance, careful training, utmost cooperation. 
Box No. N-93, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Schwartz Resigns 
as Union C.&L. Head 


Joseph Schwartz has resigned as 
president of Union Casualty & Life of 
Mt. Vernon, N.Y. 
He will announce 
his plans shortly. 

Mr. Schwartz 
became _ president 
last December, 
when Beneficial 
Standard of Los 
Angeles bought 
control of Union 
C.&L. Beneficial 
Standard recently 
sold its shares in 
Union to New 
York interests. 

Mr. Schwartz entered the business 
in 1932 and has been an agent, general 
agent, and home office executive of 
various life companies. He was en- 
gaged exclusively in pension and prof- 
it-sharing work for 12 years, setting 
up his own firm in Los Angeles after 
seven years with Occidental of Cali- 
fornia as superintendent of the pen- 
sion trust department. He was a vice- 
president of Beneficial Standard from 
1953 until last December. 





Joseph Schwartz 





New Life Underwriters 


Unit Formed in Mo. 


Cape Girardeau (Mo.) Assn. of Life 
Underwriters has been formed, bring- 
ing to more than 1,200 the number of 
members of National Assn. of Life 
Underwriters in Missouri. 

Officers of the new association are 
Luther Hahs of Northwestern Life, 
president, and Clifford H. Hitt of Aet- 
na Life, secretary. 





Minnesota Mutual Sues 


8 Insurers in Group Tiff 
(CONTINUED FROM PAGE 1) 

an “illegal combination” to interfere 

with commerce among the states. He 

said he is licensed as a broker in three 

states and places business which has 

an interstate status. 

The Massachusetts state employes 
group coverage was “fairly and open- 
ly” awarded to Boston Mutual on the 
basis of its bid, declared President 
Everett H. Lane of Boston Mutual in 
a statement on the matter. 

Boston Mutual did not want to act 
as sole insurer of the case because of 
its size, involving 31,000 state employes 
and $62 million of insurance, Mr. Lane 
said. His company therefore reinsured 
a “substantial portion” of the business 
with the seven other companies. 

The eight companies, all domiciled 
in Massachusetts and having many 
outlets in the state, are thus well qual- 
ified to serve the state employes, Mr. 
Lane went on. The companies have 
every reason, as taxpayers and citi- 
zens, for providing the most efficient 
service to the employes. 

Reinsurance is a common and gen- 
erally approved practice for spreading 
the hazard and avoiding concentration 
of risk, he explained. 

As for violation of the anti-trust 
laws by the Massachusetts companies, 
Mr. Lane pointed out that the Boston 
Mutual bid was in competition with 
bids by numerous out-of-state com- 
panies and in no way violated the 
law. On the contrary, he said, the Bos- 
ton Mutual bid supported the policies 
of the anti-trust laws by enlarging the 
competitive field. 

Mr. Miley’s charges appear ground- 
ed on the fact that Boston Mutual sub- 
mitted the lowest “qualified” bid and 
therefore won the contract over its 
competitors, Mr. Lane asserted. 


Old Age Costs Demand 
More Attention Than Group 


j (CONTINUED FROM PAGE 1) 
income are combined, 36% of those 


over 65 had no personal income, 38% 
had incomes of less than $1,000 a year, 
11% had between $1,000 and $2,000, 
and only 15% had incomes of more 
than $2,000 a year. 

“It isn’t a pretty picture, is it, of the 
problems of those already in and of 
those oncoming generations which are 
approaching the period of life which 
has so often been referred to as the 
golden years. Especially if, according 
to the study, only 12% had incomes 
from personal savings, insurance, in- 
vestments, and the like, in 1950. More 
current figures from the Department 
of Health, Education & Welfare in- 
dicate that in 1955 more of this age 
group are receiving incomes from so- 
cial security and other pension plans, 
the percentages being 51.1%. In the 
other categories, however, the per- 
centages have changed only slightly.” 


Ike Signs Bill Giving 
NALU New Building Site 


(CONTINUED FROM PAGE 2) 

ficial to NALU”, Mr. Cleeton said. 
“The State Department is now assured 
of suitable neighbors occupying suit- 
able quarters. As far as NALU is con- 
cerned, our building will now be 
placed so that it faces the State De- 
partment on C street. Thus it will be 
in the center of an area approximately 
275 feet on C street by 120 feet in 
depth.” 

This area is approximately 3 times 
the size of NALU’s original site and 
will not only allow a reasonable set- 
back from the street, but will also al- 
low a landscaped area (which NALU 
will landscape and care for in per- 
petuity) of about 70 by 120 feet on 
each end of the building. The govern- 
ment assured NALU that this land 
will never be used for anything other 
than park area. 

“It is also important to note that 
we will now have room for a service 
and parking area at the rear of our 
building, whereas the old site offered 
no parking facilities whatsoever”, Mr. 
Cleeton pointed out. 





“If NALU had built on its original 
site, the building would have faced 
22nd street and would have been di- 
rectly in line with the State Depart- 
ment’s diplomatic entrance. Further- 
more, it is the intent of the govern- 
ment to widen 22nd street between C 
and Constitution avenue in order to 
improve the approach to the new State 
building. This would have been im- 
possible if NALU had been on a cor- 
ner site because our building was to 
occupy all of the 72 by 130 foot lot,’”’ he 
said. 

The original NALU building plan for 
the corner site is now being adapted 
to the new location as rapidly as the 
architects can proceed. Primarily this 
calls for a change in the floor below 
grade level with little or no change in 
the first and second floors. When the 
revised drawings are completed, they 
will be presented to the building de- 
partment of the District of Columbia 
with a request for a permit to build. 

In view of the fact that the Head- 
quarters building has been tentatively 
approved by fine arts commission, 
with which the building Committee 
has worked closely in the exchange of 
sites, Mr. Cleeton felt that a building 
permit will be granted within 30 days 
after submission of the revised plans. 

“It appears that the actual construc- 


Speakers Lined Up 
For LAA Annual 


Life Insurance Advertisers Assn. has 
lined up a number of prominent speak- 
ers for the annual convention Sept. 
23-26 in New Orleans. 

Speakers, who will keynote their 
talks around the theme of “Guide Posts 
to Greater Influence,” will be Bruce 
Palmer, president of Mutual Benefit 
Life, John Fox, president of Minute 
Maid Corp., Kermit Rolland, commu- 
nications consultant, Leo Aikman, col- 
umnist of the Atlanta Constitution, 
Fred Smith, Cincinnati sales consult- 
ant, Joseph M. Bryan, senior vice- 
president of Jefferson Standard, and 
James E. Powell, vice-president of 
Provident Life & Accident. 

Canadian members will repeat a 
panel presented recently before the 
Canadian Life Agency officers meet- 
ing and chairmen of LAA’s standing 
committees on advertising, sales pro- 
motion, and public relations will dis- 
cuss case histories of recent operations 
in these fields. 


A post-meeting seminar on direct 
mail will be held on Wednesday after- 
noon and Thursday morning with 
Leonard Watson of Columbian Nation- 
al as moderator. Subjects to be covered 
include direct mail principles, variety 
of mailings, copy, copy testing, and 
economics of direct mail. 

L. Russell Blanchard, Paul Revere 
Life, is program chairman. John L. 
Briggs of Southland Life is general 
chairman and Richard L. Hindermann, 
Pan-American, is arrangements chair- 
man. 








tion can begin with a ground-breaking 
ceremony on the new site on Sept. 28 
—during NALU’s annual convention,” 
Mr. Cleeton said. “According to esti- 
mates of the contractor, it will require 
approximately 10 months to complete 
the building. Thus, it seems that 
there’s every hope that NALU and 
LUTC will actually move into the new 
home some time in the latter part of 
1957.” 

Mr. Cleeton said every NALU mem- 
ber should be extremely gratified. 
“The best way we can display our ap- 
preciation of the situation, is to push 
the building fund campaign as rapidly 
as possible to a conclusion so that the 
financing of the project can be handled 
without a mortgage if possible.” 





FRANK. T. LIMONT, 60, general 
agent of Berkshire Life in Pittsfield 
since 1952, died unexpectedly at Mil- 


Ss 
ton, Mass. He joined the company 
associate general agent of the hg 
office agency in 1945. He entered 
business with Equitable Society 
Boston in 1920 and rose to superp 
tendent of agencies. He was nam 
general manager of agencies of Pa 
American Life in 1938. He was a @ 
and past president of Berkshire ¢g 
ty and Massachusetts Assns. of ]j 
Underwriters. ; 



































Nominate Advisors for 
Military Benefits Act 


Life and A&S associations have nop 
inated representatives to serve op, 
committee to advise Department of 
fense on the insurance, medical sep 
ice and health plan aspects of the y 
itary dependents’ benefits act. 4 

Among the nominees are Albert} 
Randall, assistant vice-president 
charge of group operations of Muty 
Benefit H&A and United Benefit Lif 
representing Health Insurance 4 
of America; Steven D. Williams, 3 
vice-president of the group depam 
ment of Connecticut General, Danja 
W. Pettingill, associate actuary of Ag 
na Life, and Paul H. Rinker, vig 
president of Continental Assurang 
representing American Life Conye 
tion; William H. Burling, secretary; 
the group department of Traveley 
Fred’ T. Googins Jr., group secretaj 
of Massachusetts Mutual; Morton 
Miller, associate actuary of , 
table Society, representing Life 
ance Assn. of America; Mr. E. A. Va 
Steenwyk, executive director of 
adelphia Blue Cross, i 





Cross, and Dr. Donald Stubbs, 
dent of Washington, D. C., Blue S) 
representing Blue Shield. 

The advisory committee will co 
of a representative of the secretary of 
defense as chairman and membe 
designated by the secretary. It ise 
pected the department will appoint 
insurance industry nominees. Medi¢ 
and dental organizations also have 
asked to nominate members. 


N. Y. Life Publishes 
State Data Booklets 


“National Business Is Local 
ness” is the theme of 300,000 pocket 
size booklets, describing 1955 opera 
tions, that have been distributed 
the public by New York Life through 
its local offices and field representa 
tives. § 
The booklets, published for the 
third consecutive year, present state 
and territorial data including 1955 pay- 
ments to policyholders and _ benefici- 
aries on life and A&S, individual and 
group life sales to residents, life in- 
surance in force, total premiums re- 
ceived and total investments outstand- 
ing in the area at the end of the year. 
Highlights of the annual report are also 
included. 





# 











Approximately 100 local and state association officers and panelist instruc 
tors of Illinois Assn. of Life Underwriters met at Springfield recently for tht 
annual leadership training school. Among those participating in a meeting of 
the association’s legislative committee were Carl E. Lindstrom, Travelers, Eval- 
ston, president of the state association; Don Forsyth, General American Life, 
Springfield, chairman of the state association legislative committee; A. D. Cro¥, 
Lincoln National Life, Chicago, immediate past president of the legislative com 
mittee, and Norman P. Jones, Springfield, counsel for the Illinois association. 
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Here’s the passkey of the Professionals! 


This young man is rightly rated as an “Old Pro” by the 
insurance buying public. The Chartered Life Under- 
writer key he wears is the symbol of his professional 
stature. He’s a life insurance expert who won his rating, 
plus added job satisfaction, through following a pro- 
gram of a few hours of well-organized study each week. 

Today over 400 Equitable representatives wear 
C.L.U. keys and more than 1,300 are preparing for 
C.L.U. examinations. Why not win your own passkey 
to greater production? To professional standing in your 
own community? 


Classes will start this Fall in the modernized cur- 
riculum offered by the American College of Life Under- 
writers. Your local C.L.U. Chapter or Life Underwriters 
Association will advise you how to register with a con- 
venient study group. 


Living Insurance 
ry Equitable, new vor 


The Equitable Life Assurance Society of the U.S., 393 Seventh Avenue, New York 1, N.Y. 








Students of people 
...and their times 


As life underwriters, all of us recognize our immense 

° responsibilities to those we serve through life insur- 
ance. We're more than salesmen with pockets full of 
sure-fire sales clinchers; we’re counselors, men and 
women who must know how to analyze a wide variety 
of human problems. 


















































So vital are the roles we play in our communities, 
many individuals, families and businesses would be 
unprepared financially for the uncertainties of the 
future without our specialized assistance. 


Recognizing this, we recognize the complexities of 
our profession, too. Our success depends largely on 
our awareness of the changing times—the fluctuating 
economic and social conditions around us. 


So for timely guidance, we turn to our great center 
of life insurance knowledge—The American College 
of Life Underwriters. The years have proved that 
Chartered Life Underwriters are better informed to 
serve people better. They develop an understanding 
of their profession that helps them interpret broad, 
over-all knowledge in specific terms of answering 
individual needs, wants and hopes. ° 


In addition, Chartered Life Underwriters are better 
equipped to serve themselves better. They're able to 
expand their fields of opportunity. Surveys, for in- 
stance, show that even during the course of study, 
most CLU candidates increase their incomes. And 
94% of all Chartered Life Underwriters make life 
insurance a successful lifetime career. 


It’s only natural then for The Union Central Life 
Insurance Company to support the College and en- 
courage its own field force to take advantage of the 
tremendous influence exerted by | 
Company not only supplies study 
mentary material, but pa’ 
for successful graduates. . 
so many Union Central men 
informed and better equipped 1 
members of their communities b 


The Union Central Life 


CINCINNATI 








